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B.C. Hyde Chairman 
Commissioners’ Fire 
Insurance Committee 


Principal Changes Made By Presi- 
dent Kendrick Are on that 


Committee 


LIST OF THE CHAIRMEN 


Baker of Kansas Heads Laws and 
Legislation Committee; Ken- 
tuckian Actuarial Committee 





In view of the change of control in 
the insurance commissioners’ convention 
at the annual meeting in Texas recently 
insurance men have been awaiting with 
interest the announcement of the new 
committees for 1925-26 appointed by the 
new president of the convention, W. R. 
C. Kendrick of Des Moines, Iowa. The 
names of the new committeemen have 
been announced. 

One of ‘the most important commit- 
tees is that of the Actuarial Bureau. The 
new chairman is Shelton W. Saufley 
of Kentucky. The chairman last year 
was Bruce T. Bullion, who was com- 
missioner from Arkansas. Howard P. 
Dunham of Connecticut is put on the 
committee as is C. H. Helgerson of 
South Dakota. Holdovers are Commis- 
sioners Read of Oklahoma, Saufley of 
Kentucky and Cochrane of Colorado. 
The New Fire Insurance Committee 

The new fire insurance committee is 
changed considerably. Last year Joseph 
Button of Virginia was chairman and he 
remains on the committee, but the new 
chairman is Ben C. Hyde of Missouri. 
Others who remain on the committee 
are. Dunham, Connecticut, Wade, North 
Carolina, Fishback of Washington and 
McMurray: of Indiana. New members 
are Caldwell of Tennessee; Julian of 
Alabama; Conn of Ohio; Smith of Wis- 
consin; Moore of Oregon; Dumont of 
Nebraska; Duty of Arkansas, and Lun- 
ing of Florida. New York, Pennsylvania 
and Massachusetts commissioners on 
last year are off this year. 

. R. Baker of Kansas is chairman 
of the Jaws and legislation committee, 
succeeding George W. Wells, Jr., of 
Minnesota. Ben C. Hyde, not on the 
committee last year, is'a member. 

Among other new chairmen are Com- 
missioner Reed of Oklahoma on codifica- 
tion of rulings, succeeding Van Camp, 
South Dakota; fidelity and surety, Monk 
of Massachusetts succeeding Squires of 
California; publicity, Neifert of Idaho 
Succeeds Scott; unfinished business, 
Luning of Florida succeeding Baker of 

Nsas; rates of insurance companies, 

Detrick of California succeeding Mc- 

urray of Indiana; taxation, Dumont 
of Nebraska succeeding Hyde of Mis- 
Sourt; workmen’s compensation, Conn 
(Continued on page 25) 

















PHOENIX 


Assurance Company, Ltd., 
of London 
100 William Street, New York 


A corporation which has stood the test 
of time! 143 years of successful business 
operation. World-wide interests. Abso- 
lute security. 


Excellent Service and Facilities 


PHOENIX 


indemnity Company 

















A factor 
in your choice of a company 
to represent 


The Insurance Company of North America laid the foundations 
for the American Agency system. It is only natural, therefore, that 
its service policies should offer agents every possible benefit and assist- 
ance. 

North America co-operation includes prompt attention to every 
service need, advisory and engineering service on individual risks, and 
extensive national advertising in the interests of the North America 


Insurance Company of North America 
PHILADELPHIA 


Indemnity Insurance Company of North America 
write practically every form of insurance except life 




















15 Maiden Lane, New York | 
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Another Forward Step 


The Salary Savings Plan opens a new and broad field of life insurance 
distribution. This Company has adopted it, and thus maintains its 
front-rank place among the progressive companies whose leadership has 


been gained by vision and initiative. 


This Plan gives life insurance at its best to gro of salaried em- 
ployees and wage-earners in return for monthly premium payments. 


Always room in this organization for men and women who have the 
forward look, and who work with intelligence and industry and in- 
tegrity. Unexcelled service, together with three fine monthly agency 
publications and first-class advertising literature, supply our representa- 


tives with an unsurpassed equipment. 











The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 
Organised 1847 











Pacific Mutual 
Officers Talk to 
Producers Here 





Executives Holding Regional 
Meetings in Forty Six Cities 
of Country 


FINE PROGRESS OF COMPANY 


Will Pay for More Than 
$100,000,000 This Year; Growth 
of Non-Cancellable A. & H. 


The officers of the Pacific Mutual 
Life Insurance Co. of Los Angeles have 
been visiting the principal general 
agencies this year, meeting the leading 
agents of the company and holding 
regional conventions. For this purpose 
they aligned themselves in three groups 
and in all forty six of these regional 
conventions will be held before the end 
of the year. 

A group of four officers started out 
from Los Angeles last month and after 
a visit to Kansas City where the con- 
vention of the National Association of 
Life Underwriters was held and also a 
regional meeting of the Pacific Mutual 
‘the officers left for St. Louis and the 
East. They were in New York City on 
Monday. After a reception in the office 
of William B. Snowden, manager, and 
a luncheon at the Drug & Chemical 
Club, they left for Pittsburgh. 

The Visitors 

The Pacific Mutual executives who 
were here this week are Danford M. 
Baker, vice-president and superintendent 
of agents; W. W. Beckett, vice-president 
and medical director; Arthur C. Par- 
sons, vice-president and assistant super- 
intendent of agencies; and Harry J. 
Brown, assistant secretary. 

Mr. Baker has been with the com- 
pany thirty-five years and has an un- 
usually large acquaintance with agents 
throughout the country. Dr. Beckett 
has been in charge of the medical de- 
partment for years. Mr. Brown has 
been with the company twenty-eight 
years. 

It was the first meeting of Eastern 
insurance men with Mr. Parsons who 
is unusually well-known in real estate 
and financial circles on the Coast. He 
is a director of the Pacific Mutual, of 
the Pacific Finance Corporation, of the 
Holland Land Co. and of the Central 
Investment Co., which built the Hotel 
Biltmore, a $7,000,000 proposition. Mr. 
Parsons has been with the Pacific Mu- 
tual three and a half years; and had 
charge of the company’s branch in San 
Francisco until June 1. His more recent 
duties have been in connection with the 
agency and investment end of the com- 
pany. He has already become an im- 
portant figure in life insurance. 
(Continued on page 33) 
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This Month the 
Emphasis Is On 


“Accident and Health’’ 


HE national advertising of the 

Etna afhliated companies will 
feature Accident and Health Insur- 
ance during October. 


To localize this advertising and 
to identify the individual tna 
agencies, there are tie-up and sup- 
plementary newspaper advertise- 
ments. Movie slides are also fur- 
nished to our agents without cost, as 
well as attractive window displays. 


As a means of still more intensive publicity, a 
direct mail campaign, consisting of letters and 
folders, is available to any and all Atna-izers 
who can use it to good advantage. 





ZETNA LIFE INSURANCE COMPANY | 


and affiliated companies 


‘ETNA CASUALTY and SURETY CO. STANDARD FIRE INSURANCE CoO. 
AUTOMOBILE INSURANCE CO., of Hartford, Connecticut 


THE STRONGEST MULTIPLE LINE INSURANCE ORGANIZATION IN THE WORLD 
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No wonder Business is Good with Atna-izers 
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National Life Issues 94 
Co-operative Policy 


FOR EMPLOYER AND EMPLOYE 





Each Pay Half of Premium; Gives 
Standard Insurance Up to Com- 
pany Limit of $200,000 





The National Life of Vermont has 
put out a new form of policy called 
employers and employes co-operative in- 
surance, whereby employers may co- 
operate with their employes in helping 
them to carry life insurance on the most 
desirasle forms at a cost to the em- 
ployes far lower than they could ob- 
tain 2s individuals. 


The employer agrees to pay one half 
of the premium on standard policies and 
upon orders signed by his employes he 
will deduct from salary checks or pay 
envelopes the balance. In this way the 
individual employe will have insurance 
with all its values at a rate advan- 
tageously to him and at a cost to his 
employer which in the long run would 
lower, than the cost of group insurance. 
The employe will own and control his 
policy, while the employer has an as- 
signment of the dividends to reduce his 
contribution. Policies ranging from 
$1,000 to $200,000, the company’s limit, 
may be taken out, upon medical exam- 
ination. 

The employe can terminate the order 
and assignment if he so desires upon 
notice to his employer and the National 
Life can then continue the employe’s in- 
surance by the insured paying premiums 
less dividends, or he can, if necessary, 
discontinue it under any of its options. 
Premiums may be paid by the employer 
on annual, semi-annual, quarterly or 
monthly basis. 


“Truly Co-operative,’ Says McMahon 


In discussing this new policy, Ed- 
ward M. McMahon, general agent of 
company for Greater New York, said to 
Tue EASTERN UNDERWRITER: 

“In my opinion it is the first and only 
truly co-operative life insurance con- 
tract that has been offered to the em- 
ployer and employe. It removes the ob- 
jection of the employe to group in- 
surance in that it is neither patroniz- 
ing or coercive and the employer’s ob- 
jection to group insurance in that the 
employe pays one half of the premium. 
It is better than salary allotment for 
the employer in that while he acts as a 
“clearing house” for the collection of 
premiums, he also contributes one half 
of the premium instead of having the 
employers resent his interference with 
their salary checks without contributing 
something to the cost. 

“It appeals to the employe since it is 
not necessary for him to “die in his 
boots’ to get something out of it. The 
Premium contribution of the employer 
is less than the cost of term insurance 
and practically all group insurance is 
carried on the term plan. 

By this plan the employer really en- 
courages his men to carry life insurance 
with his assistance and co-operates by 
really doing something for them since 


all the cash value belongs to the em- 
ploye.” 





T. F. LAWRENCE RESIGNS 


Succeeded in Missouri: State Life by 
John J. Moriarity; Mr. Lawrence 
Well Known in Business 
sare F. Lawrence, vice-president 
: the Missouri State Life, has resigned 
fom that company and the resignation 
_ accepted with reluctance by M. E. 
pansleton. Mr. Lawrence is one of the 
Pen known Insurance meni the coun- 
ig ow before he came to St. Louis was 
lade ar ioe He has been an unusually 
“oni rious and _ successful insurance 
Sei ee in production. | Vice- 
a dent John J. Moriarity will take 

tr Mr. Lawrence’s duties, 




















A prospect will give consideration to 
a program which includes, for example, 
a policy to provide funds with which 
to complete the education of a son or 
daughter (say an Endowment on the 
father’s life maturing at the time the 
son or daughter will enter college or 
business), a continuous Monthly In- 
come for the wife, similar protection 
for the mother, insurance for business 
credit purposes, a policy to protect a 
mortgage on the home or office build- 
ing, all because he is interested in some 
one of these important subjects. 


A prospect will give attention to the 
agent who is thoroughly painstaking 
and resourceful; he will grant time to 
the salesman who brings something 
of interest to his attention. 


The agent who has set up an insur- 
ance program covering several leads in 
his own case has an interesting pro- 
gram for his prospect. 


Work out insurance programs and 
your volume of business will auto- 
matically work to higher figures. 





Suggest 


a Program 


The Prudential 


Insurance Company of America 


Home Office: Newark, New Jersey 


Epwarp D. DurrieLp, President 


























N. Y. Association Wants 
Section 97 to Stand 


HAS FAITH I ITS INTEGRITY 





Sends Copy of Resolution to Governor, 
Insurance Superintendent and Chair- 
men of Legislative Committees 





The following resolution relative to Sec- 
tion 97 of the New York insurance laws, 
has been adopted by the New York State 
Life Underwriters’ Association, which con- 
sists of a number of local associations of 
life underwriters: 

“Whereas, due to the able management 
of the companies and the largely increased 
volume of business, the cost of life in- 
surance has been gradually reduced in 
this state; and 

“Whereas, this splendid condition is due 
largely to insurance laws enacted after the 
insurance investigation of 1906, the cor- 
nerstone of which is Section 97, having 
to do with the limitation of the expense 
which companies may incur in the obtain- 
ing of new business; and 

“Whereas, as a result of the operation 
of this section in the obtaining of new 
business, healthy competition has prevailed 
among the companies and a lower cost 
of management has been maintained, pro- 
ducing a healthy effect upon the business 
of life insurance and enabling all life in- 
surance companies to serve the insuring 
public at a lower cost; 

“Resolved, that the New York State Life 
Underwriters’ Association record its faith 
in the integrity of Section 97 and the 
part which it has played in the develop- 
ment of the insurance business; and be it 
further 

“Resolved that this resolution be sent 
to every association belonging to the New 
York State Life Underwriters’ Associa- 
tion, requesting them to give this resolu- 
tion their endorsement ; and be it further 

“Resolved that the member associations, 
after approval of this resolution send it 
to the following as an expression of their 
action: New York State- Life Under- 
writers’ Association; State Superintendent 
of Insurance; chairman of the insurance 
committees of the Senate and Assembly 
of! New York State; and all life insurance 
companies admitted to do business in this 
state.” 

The idea of the Resolution is to es- 
tablish as a policy of all of the Asso- 
ciations in the State, the fact that they 
will resist any effort on the part of any- 
one to weaken this Section, which they 
consider to be the cornerstone of the 
Life Insurance Laws. 

It has been in operation for nearly 
twenty years and as a result the cost 
of insurance to the insurance public has 
been materially reduced. It has placed 
the competition among companies where 
it should be, and that is in excellence 
of management, and at the same time 
in giving insurance to the public at the 
lowest possible cost, is the view of the 
life underwriters. 

This section also makes it possible 
for agents to make a fair living wage, 
and enables the companies to make their 
plans as to management, without fear of 
being disturbed by unsound practice and 
competition. 

For all these reasons the underwrit- 
ers representing the various Associa- 
tions felt that it was wise for the As- 
sociations to enunciate that it is to be 
their future policy to exert whatever 
influence they can, individually or col- 
lectively to see that this Section is 
maintained and that if any change is 
to be made it must be for the good of 
the insuring public and the ‘business as 
a whole. 





Confidence is one of the most precious 
possessions of the solicitor. 





Unless desire is created, little chance 
of closing is possible, 
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MEASURES OF SERVICE 


NEW YORK LIFE INSURANCE COMPANY 


Dividends Paid 


In A PURELY mutual life insurance company—like the New York Life—a premium is 
charged which is intended to be more than the actual cost of insurance—because the 
exact cost cannot be known in advance. The death rate, expense rate, interest rate on 
accumulations, taxes imposed by both State and Federal governments,—can none of.them 
be exactly foretold. Soa rate is charged that will cover all contingencies in a company 
honestly and prudently managed, and the surplus over the ascertained cost is set aside 
and distributed in the form of dividends. 








“A surplus is more easily handled than a deficit.” The amount thus saved from the 
tabular cost and paid policy-holders in dividends becomes a measure of the ability and 
economy with which the company 1s managed. 


The various ways in which dividends may be used are shown in the following items 
in the annual report of the New York Life for 1924: 


Dividends paid to policy-holders in cash or applied 





in liquidation of loans or notes............... $22,435,711.66 
Dividends applied to pay renewal premiums...... 18,570,302.72 

Dividends applied to shorten the endowment or 
premium payitg period. 2... 5. eo ee de. 549,329.00 

Dividends applied to purchase paid-up additions 
ie AE os es es Fe as ‘4,426,517.62 

Dividends left with the Company to accumulate at 
MMbeneSt si 56s ies ess 48 8 eo eek 5,639,902.08 
Total dividends paid in 1924............. $51,621,763.08 


The Company held at the end of the year the sum of $18,126,659.14 in dividends left 
with the Company at interest; and the amount of dividends (previously so left) and 
interest withdrawn during the year was $2,146,800.96. 


Savings from the tabular cost of insurance reduce the actual cost by so much and 
become a fund to be drawn upon in various ways as above. 


The amount set apart on December 31, 1924, for payment of dividends in 1925 was 
$57,021,696.80. 


The New York Life has declared a dividend at the end of each year of its history 
except one. When the first valuation of its policies was made on actuarial principles, at 
the end of 1852, although there was found to be a surplus of over $25,000 it was judged 
best not to declare a dividend, as the Trustees said, because “Stability rather than great 
profits should be the aim of life insurance companies.” 


The early dividends were declared in scrip, upon which annual interest was paid. 
The Company began the redemption of its scrip dividends in 1861 and completed it in 
1869, since which time all dividends have been payable in cash. - 


The total amount paid in dividends in the eighty years, 1845-1924, is $494,941,380.97. 


Can the New York Life be of service to you under a policy which insures at a low net cost by 
returning large sums in dividends? Fs 


‘ 


NOT A COMMODITY—BUT A SERVICE 
DARWIN P. KINGSLEY, President 
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Leo E. Thomas Having 
Big Production Year 


DETROIT MAN 32 YEARS OF AGE 











Tells How He Wrote Book Brothers; 
Finds Sub-Standard Risk Demand 
Increasing; His Career 





By Norman T. Farr, Detroit 


' Twelve years ago Leo E. Thomas, of 
' Detroit, then a “gob” in the Navy, pos- 
© sessed the more or less justifiable ambi- 
| tion to become the middle-weight box- 
> ing champion of the world. Today, due 
© to the fact that the dictators of the realm 
F of pugilism were not sufficiently im- 
© pressed with his prowess as a wielder 
> of the padded mits, Thomas finds him- 
> self a Jcader in the insurance business 
» with a great record of production in 
© 1925. 
© With his head instead of his fists, 
' Thomas, now but 32 years old, has won 
" fame and fortune in legitimate business 
- endeavor which he once thought pos- 
E sible only by following the footsteps of 
the leaders of pugdom. During the five 
‘years that Mr. Thomas has made his 
headquarters in Detroit he has paid for 
© many millions. 
' It was Thomas who worked up the 
F largest line of life insurance (exclusive 
' of group), the now famous $15,000,000 
‘transaction involving the three Book 
> brothers, directing heads of the great De- 
troit Book estate, who are sponsoring 
> a $50,000,000 development of downtown 
| real estate in the heart of Detroit. 


Once Worked on Farm 


When it is considered that Leo Thomas 
leit school at the age of 13 years, went 
‘to work on a farm in Missouri for $8 
-amonth and that his sales experience and 
' theory were gained entirely in trying 
E first one job and then another until the 
E inspiration came to him on which he 
laid the foundation of his present busi- 
© ness, his rise in the insurance field con- 
* stitutes one of the outstanding romances 
) of the business. 

With all his seemingly unlimited capac- 
ity for production, Thomas’ sales pre- 
cepts are exceedingly simple and logical. 
There is nothing of the spectacular about 
him. He has backed up a pleasing per- 
sonality and natural sales ability with a 

most comprehensive knowledge of his 
)chosen profession through which, oper- 
>ating as a broker and counselor, he is 
kept busy adjusting, with an eye to 
economies and utmost facility, the insur- 
ance policies of his clients. His enor- 
mous business volume comes through the 
new business he writes for these clients. 
He studies the insurance needs of his 
individual customers and without unduly 
monopolizing their time or straining their 
Patience submits briefly and clearly his 
fecommendations as to the type and 
amount of insurance which should be 
carried for a given purpose. 


Explains How He Wrote Book 
Brothers 


Thomas conceived the idea of under- 
Writing the great realty development pro- 
ject of the Book boys when he first heard 
of their plans.. He became convinced 
that life insurance should be utilized to 
make certain, beyond even the possibil- 
ity of death, the completion of the great 
undertaking. He sold the Book boys the 
idea, Thomas tells how he did it in the 
following statement: 

Briefiy, this case had its beginning in 
September of 1923, just a year before 
the applications were written. With the 
Sigantic operations of the Book estate 
increasing by leaps and bounds, all of 
which was very much in evidence in the 
down-town section of Detroit, it did not 
take any unusual vision to see how and 
Where life insurance could be madé to 
play a very important part in making 
more certain the completion of these 
Steat undertakings. 













$200,000 Life 


Phone 
Cortlandt 2030 





New England Mutual Life 
Limits 

By ONE of Our 
$100,000 Term } Regular Examiners 


For sixteen years the brokers’ office 


BALDWIN 


5th Floor (Entire) 
5 Maiden Lane 
5 Seconds from Broadway 








“T visited the home offices of several 
insurance companies in various parts of 
the country, determining approximately 
what amount of insurance could be ob- 
tained through their reinsuring facilities 
and the like. I spent a great deal of 
time and money in getting this data to- 
gether and there was not a week out of 
the fifty-two that I did not spend some 
time in getting in hand what I thought 
was necessary information and in an- 
alyzing the case from every conceivable 
angle. 

“My interviews with the Book brothers 
were few and of short duration. By 
September 1, 1924 I believed that I had 
covered everything that was humanly 
possible. I arranged for an interview 
and made known to them my findings, 
outlining the steps that I deemed nec- 
essary to conserve their interests in their 
undertakings. The next day I was called 
to their offices and they informed me 
that they had decided to follow my plans 
as verbally outlined the day before. It 
was the great thrill of my life-time, the 
greatest expression of confidence in my 
business methods, ever given me. 

“In spite of the size of this underwrit- 
ing, the $5,000,000 of life insurance on 
each of the Book brothers is in reality 
small when it is considered that these 
three young men are directly responsible 
for the culmination of their gigantic 
financial plans. 


Sells Lots of Substandard 


Mr. Thomas has had considerable suc- 
cess in the writing of substandard busi- 
ness. He believes that herein lies a 
great new field of underwriting and one 
of vast economic importance to the na- 
tion. Through the development of the 
sub-standard business Thomas sees the 
institution of insurance acting as a great- 
er medium in assuring posterity the pro- 
tection of homes, the perpetuation of 
great business institutions and the mak- 
ing of certain endowments for educa- 
tional, religious and humanitarian pur- 
poses through the extension of life in- 
surance to all who are morally entitled 


to it, regardless of their physical quali- 
fications. 

Mr. Thomas also adheres to the belief 
that pioneers in the great new industry 
of aviation should be enabled to buy ordi- 
nary life insurance without the flying 
hazard clause in the belief that there 
soon will be thousands engaged in this 
industry and that their dependents 
should be protected against loss of life 
from any of the causes arising from the 
development of aerial transportation. He 
already has placed such a policy on the 
life of Captain Eddie Rickenbacker, of 
Detroit, ace of the U. S. flying forces in 
the Great War and who, as a motor car 
executive, still does considerable flying 
over the territory of his company. 

“Great men who are founders of in- 
dustries and builders of cities do not, 
themselves, have time, or take time, to 
realize their consequent worth to the 
community and the world. Only when 
the insurance salesman can tell them 
forcefully, concisely and clearly, putting 
the message to them in such form that 
they will understand the commiunity’s 
need of them, can they be enlisted in 
the support of the institution of life in- 
surance.” 


How He Entered Business 


Mr. Thomas’ entrance into the profes- 
sion of insurance came about through the 
efforts of an agent of one of the large 
companies to sell him a $1,000 policy. 
He proved such a difficult prospect that 
the agent brought his superintendent 
back to close the deal. This official, 
after getting Thomas’ signature on the 
dotted line, dropped the hint that if he 
could put as much energy into the in- 
surance business as he was devoting to 
his job as manager of a small five and 
ten cent store, at Fort Lee, N. J., his 
success could be assured. Thomas acted 
on the suggestion and joined the staff 
of the company which sold him his first 
insurance. 

Thomas’ first week’s salary and com- 
mission in the insurance business was 
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Satisfied Policyholders 


More than 67% of all insurance written 
by this company since 1867 is still in force 
today. What better evidence could there 
be that policyholders appreciate the “golden 
rule” service of Iowa’s Oldest Company? 

Men desiring to become agents for a good old 


line company will realize the advantage of a con- 
this company of satisfied policyh 


EQUITABLE LIFE 
INSURANCE COMPANY 


Founded 1867 


olders. 


OF IOWA 
Home Office: Des Moines 
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$64. At the end of his fiscal year he 
stood seventh in the honor roll of all 
agents employed by The Prudential. 
Nine months later he was dropped be- 
cause he neglected to handle his detail 
work according to the company’s require- 
ments. From that time on, until he sud- 
denly found himself in the select circle 
of $1,000,000 producers, Thomas followed 
a somewhat dizzy trail through the in- 
tricacies of the insurance business, serv- 
ing first one company and then another, 
but always looking for the magic key 
to success in the profession. 

His inspiration came with a visit to 
the office of a bank president and, while 
awaiting his turn for a conference, no- 
ticed that much of a banker’s time was 
occupied in dispensing information to his 
customers, without thought of compensa- 
tion for rendering advice calculated to 
make or save money for his friends. The 
idea of applying the same principle to 
the insurance business came to Thomas 
at that time. It is the principle he has 
followed in his rapid rise to the top of 
the ladder in his profession. 

Thomas immediately went to New 
York to try out his theory and, in the 
five years since that time, he has accom- 
plished much. In describing his prog- 
ress Mr. Thomas says: 

“I started out with the idea of selling 
a number of men the thought that they 
ought to have a life insurance represen- 
tative and that if they would appoint me 
their counsel I would take care of their 
business as best I could without thought 
of compensation or remuneration. I paid 
for $1,454,000 the first year. My plan, 
I knew, was a success and I was happy 
in the thought that I was thus able to 
perform a service to the community. 

“I do not know as I am very sorry that 
the prize fight promoters told me to get 
a reputation before they booked me for 
any matches in my quest for the middle- 
weight championship of the world. I 
found my boxing ability when I was in 
the Navy and I won many victories both 
aboard ship and ashore and I began to 
have visions of $500,000 purses and the 
plaudits of the sporting public. When 
the managers took the wind out of my 
sails I felt pretty badly about it, so badly 
in fact that, when I was discharged from 
the service, I went to work in.a five and 
ten cent store at $6 a week. Then came 
the experience which diverted me into 
the insurance business.” 





HE’S SOLD ON IT NOW 





Former Banker Now Successful Writer 
for Great Southern; Gained Health 
and Bigger Income 


G. W. Fritz, formerly vice-president in 
a bank, in the year in which he has been 
selling insurance with the Great South- 
ern Life, has not only gained a larger 
income than he had in twenty-two years 
im the banking business, but also re- 
gained good health through the outdoor 
work afforded him by his life as an in- 
surance salesman. 

In the past year, Mr. Fritz has sold a 
total of $423,000; and has written a 
group policy for the Fort Worth Post- 
office of $103,000. 

After twenty-two years in the bank- 
ing business, Mr. Fritz suffered a break- 
down in health. Looking for an oppor- 
tunity for outdoor work, he took a posi- 
tion with the Great Southern, intending 
to ‘sell insurance temporarily, until he 
felt he could resume banking. He knew 
nothing about rate books or selling 
points, but he had noticed that many 
people died leaving bills and untold hard- 
ships for their survivors, with no insur- 
ance to pay debts or guarantee a living 
to their families. 

Mr. Fritzs has gained 33 pounds during 
the year he has been in life insurance; 
his income is greater; and his sentiments 
in regard to his new vocation are: 

“When it’s all boiled down, I believe 
in it; I am for life insurance, from here ~ 





LIFE INSURANCE is the only thing 
father can buy on the installment plan 
which mohter doesn’t have to finish paying 
for.—Frazer Facts, 





October 23, 1995 














Money Management 
and Money to Heirs 


By Kenneth W. Snyder, 


Special Agent, John Hancock, 
Kansas City. 

















I am peculiarly fortunate in having 
lived in Kansas City all my life, belong- 
ing to prominent clubs, and therefore 
having a successful entre into most 
offices. 

Older men frequently have means and 
property. I have for years studied estate 
and inheritance taxation, and therefore 
my problem with the prospect is that of 
penetrating human reticence to that 
voint where he will frankly and openly 
discuss how much he is worth. Once 
arrived at this point, I show him our 
local probate court records which tell of 
the shrinkage or total depreciation in 
estates due to taxes and administration 
costs, clearly proving the necessity of 
ready money at the time of the pros- 
pect’s death. 

Believing strongly in furnishing money 
management, as well as money for a 
man’s heirs, it is not difficult to lead the 
interview toward trust estate, should I 
find that my prospect seems to be amply 
insured for purposes of taxation. It is 
not hard to find local examples of the 
famous adage: “Three generations from 
shirt sleeves to shirt sleeves.” And 
usually a moral can be drawn indicating 
how important it is to provide definite 
and assured permanent income, apart 
from that furnished by his estate. 


Calling on older men requires more 
tact and finesse than when the prospect 
is of younger age. There is always the 
objection of the higher premium. But 
the average man does not seriously re- 
sent cost when he is made to desire a 
thing sufficiently. I remind my prospect 
that accommodation at the bank requires 


probably 6% and repayment of the ‘prin- 
cipal. Compared to this, 314% interest 
for money to be delivered at a future 
date does not seem prohibitive. And 
when this 314% is to provide something 
that cannot be effected in any other way, 
the prospect has not a permanent ob- 
jection in the way of cost. 

The prospect with daughters furnishes 
more convincing arguments than where 
there are sons to inherit his estate. 
Every man believes his son is destined 
to succeed. I usually hold out for that 
which will guarantee the son’s college 
education and carry my point no farther. 
But for the prospect’s daughter, I con- 
tend with all ammunition at hand for in- 
come for the rest of her life—something 
which will always be hers, which cannot 
be lost or dissipated or loaned. 


SELLS IN CITY AND COUNTRY 


C. F. Acker of Rochester, N. Y., rep- 
resenting the Connecticut General, has 
been equally successfully selling in the 
city or in the country, and he gives 
Tue Eastern UNDERWRITER a brief sum- 
mary of his observations of clients and 
prospects urban and rural: 

“T find successful selling of life insur- 
ance in both city and country requires 
a knowledge of both types of people. 

“IT conducted a general store for sev- 
eral years which was located at a lake 
resort as well as in a wealthy farming 
community which gave me this infor- 
mation. 


“The farmer is slow to decide but a 
sticker after you sign him up. Talk to 
him in plain language, get acquainted 
with his family, spend an evening with 
him and share a meal if invited. Do not 
sell him more than he can easily handle 
at the start. 

“I find the city man has to be sold 
in a short interview by bringing out some 
important feature that appeals to him 
personally. He should be thoronghly 
prospected before an attempt is made to 
sell.” 








Retirement Fund Idea 
Should Be in Program 


—— 


By Kenney E. Williamson. 




















I believe sincerely in the goods which 
I have to sell and the advice that I give. 
Absolute sincerity seems to be even more 
appreciated by older men than by young 
men. 

Perhaps the next most important pre- 
requisite for selling older men is one’s 
knowledge of life insurance and core- 
lated subjects. Older men have little 
patience with youths who give them poor 
advice, or can’t answer questions intelli- 
gently. Naturally, constant study and in- 
dustry better fit the young man for pre- 
senting and closing business on older 
men. 

It is sometimes difficult for a young 
man to visualize the needs and ambitions 
of older men. He often times does not 
see the “setting sun” as they do and 
falls short of presenting an adequate 
program. Particularly is the agent in 
this case apt to neglect the suggestion of 
a retirement fund idea along with the 
rest of the program, because he does not 
see the need himself. Trust arrange- 
ments, either through life insurance com- 
panies themselves or by making the pro- 
ceeds distributed through trust companies 
appeal to older men, because they have 
seen the result of other men leaving 
estates in cash or readily convertible into 
cash. I have found, also, that the wel- 
fare of daughters is uppermost in the 
minds of most older men. 


The First Call and the Follow-Up 


In making the first call upon an older 
man, I always endeavor to procure his 
policies for the purpose of making an 
audit of them for him. Then when I 
return to him with his policies in a nice 
leather case and make suggestions for 
their arrangement following the steps of 


——= 
a real program worked out to cover his 
needs, that man’s confidence in me ; 
increased and he is apt to “open up” ani 
give me a chance to find out which neeg; 
are most important to him. From thy 
time on it is usually only a matter of 
showing a way to cover those needs 
properly. Then, while delivering the ney 
policy and after making any needg 
changes in his other policies, is the time 
to lay the groundwork for more busines 
by creating in him a desire for the ney 
step in the completed program to f 
taken at a time when his finances yij 
permit. 

Older men are apt to look kindly upo, 
evidences of politeness, punctuality anj 
a high regard for the truth in a young 
agent. They also respect civic interes 
Young agents must be patient in working 
with older men, and above all, must no 
talk too much. It is better to tactfully 
lead them to the close by sugzestions 
rather than to make any attempt t 
force the decision. 


Size Doesn’t Always Count 


Prospect—But I want my insurance jna 
bigger company. 

Agent—Russia is a big country, isn’t it? 
And Switzerland is a small country? 
Which country would you prefer to owe 
you money?-—Idaho Lifer. 


“Liza, you is exactly like brown sugah.” 

“Howzat, Niggah?” 

“Sweet, but awful unrefined.”—Pringe. 
ton Tiger. 


For some time the F. G. Pierce Agency 
of the Connecticut General, Philade- 
phia, has been running a small ad at 
intervals in one of the daily papers in 
that city, always in the same position 
immediately underneath one of the cdl- 
umns in the stock quotation page. The 
men who:read the Stock Exchange quo- 
tations are the men whom the Pierce 
agency is trying to reach. Ordinarily, 
the ad is illustrated by a small drawing. 
The ads are exactly one inch deep and 
one column wide. 





THE INSURANCE YEAR BOOK SERVICE 


FIFTY-THIRD ANNUAL ISSUE FOR 1925-1926 


This new issue of the three volumes of The Insurance Year Book, renders this year an additional service in 
che form of Monthly Bulletins which will be issued regularly; one in conjunction with the Fire Volume and one in 


tion of value. 


Life Volume 


Statutory Requirements, 


rectory of Insurance 
Medical Examiners. 


Agents, 


Price: 


CHICAGO 





Statistical 
Compendium of Official Life Insurance Reports, 
Statistics of Foreign Companies, Canadian De- 
partment, Business by States, Stipulated Pre- 
mium Assessment and Fraternal Insurance, Di- 
Lawyers and 


Life Volume only, $20. 
(Including Special Confidential Reports.) 


Insurance Exchange 


conjunction: with the Casualty, Surety and Miscellaneous Volume. 
reports of Insurance Departments on companies, company changes, new companies projected and other informa- 


Special Confidential Reports will also be rendered to subscribers by our Research Bureau of 
Insurance. The Insurance Year Book therefore presents 


A COMPLETE REPORTING SERVICE 





OTHER CONTENTS OF EACH VOLUME BELOW: 


Statutory 


History, 
: Classified Premiums, 


Price: 





Casualty, Surety and Miscellaneous 
Volume 


Requirements, 
Losses 
Business by States, Liability and Workmen’s 
Compensation Insurance Laws and Statistics, 
Premium Losses, Commissions and Expenses 
by Classes for 5 years, Directory of Insurance 
Agents, Lawyers and Medical Examiners. 


Casualty Volume only, $20. 


(Including Monthly Bulletins and Reports.) 


Statistical 
and 


Tables, 


Expenses, Business, 





THE SPECTATOR COMPANY 
PUBLISHERS 


These Bulletins will contain summaries of 


Financial Statements—Monthly Bulletins—Special Confidential Reports 


Fire and Marine Volume 


Short Rate Tables, Statistics of Fire Insurance 
Classification of 
Losses, Retired Companies, Underwriters’ Or- 
ganizations, Foreign Insurance Companies, Ma- 
rine Insurance Data, Fire Departments and 
Water Supply, Directory of Insurance Agents, 
Lawyers and Adjusters. 


Price: Fire & Marine Volume only, $20. 
(Including Monthly Bulletins and Reports.) 


PRICE, ANY TWO VOLUMES $35. COMPLETE SERVICE, ALL THREE VOLUMES, $50. 


Premiums and 


135 William Street 
NEW YORK 
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Plans of Union Labor 
Life Insurance Co. 


TO START AFTER FIRST OF YEAR 





Incorporated This Week; Control With- 
in Ranks of Union Labor; Head- 
quarters in Washington 





The new Union Labor Life Insurance 
Co. of Washington, D. C., will start 
writing business after January 1. Ar- 
tiles of incorporation were filed this 
They disclose several unusual 
features in charters of this kind. The 
provision is included that three-fourths 
of the Directors of the company must 


Fat all times be officers of national or 


international unions affiliated with the 
American Federation of Labor and not 
more than one director may be selected 
national or international 
ynion. Control of the corporation with- 
in the ranks of union labor is further 
restriction on the 
transfer of stock, which makes it nec- 
essary in case the owner desires to sell, 
to first offer the stock to the com- 
pany’s officers for a period of thirty 
days, at its book value before transfer- 
ring it to anyone else,—the purpose 
evidently is to permit the company’s 
oficers to find purchasers within the 
ranks of organized labor. 


Profit-Sharing Policies 


The Charter also provides that all 
policies issued by the Company shall be 
profit sharing, which is another name 
for “participating” and is evidently pre- 
ferred by the company’s officials. 

The Company will have twenty-five 
directors although fifteen only are 
named at this time. On the board are 
Matthew Woll, president Photo En- 
International Union; G. W. 


| Perkins, president Cigar Makers Intern’. 


BN. kes Skee oe 


' Union; Thomas F. Flaherty, president 
' National Federation of P. O. Clerks; 
' Luther C. Steward president National 


Federation of Federal Employees; 
Martin F. Ryan, president Brotherhood 


of Railway Carmen; Thomas E. Burke,’ 


president United Association of Plum- 
bers and Steam Fitters; James M. 
Lynch, president International Typo- 
graphical Union; W. D. Mahon, presi- 
dent American Association of Street 


© and Electric Railway Employees; Wm. 


H. Johnston, president International As- 
sociation of Machinists; James C. Orr, 
secretary International Printing Press- 
men’s & Assistant's Union; James N. 
Weber, president American Federation 
of Musicians; Morris Sigman, president 
International Garment Workers Union; 
Thomas C. Cashen, president Switch- 
men’s Union of North America; James 
Maloney, president Glass Bottle Blow- 
ers Association of America and E. E. 
Milliman, president United Brotherhood, 
Maintenance of Way Employees & 
Railway Shop Workers. Messrs. Woll, 
Perkins, Flaherty, Steward, Ryan and 
Burke with L. D. Wood, counsel, con- 
stitute an executive committee to com- 
plete the Company’s plans and organ- 
ization, 

The company’s authorized capital 
stock is fixed at $1,000,000; par value of 
7 a share. It is being sold at $50 
er share so as to provide a surplus of 
$1,000,000. , g 

THe Eastern UNperwriter has pre- 
viously advised its readers that the 
company will write the usual forms of 
Whole Life, Limited Payment and In- 
vestment Policies, and will include both 
the Ordinary and Industrial fields in its 
operation. Instead of weekly collections 
in the Industrial branch of its business, 
't will make monthly collections, and 
will class all of its industrial business 
'n what is called its Retail Department. 





There is no business whose founda- 
tions are more secure, and whose affairs 
can be conducted with more absolute 
safety, than that of a prudently managed 


ile insurance company.—“Life Agents’ 
Primer » pany e g 








The Columbian National Life Insurance Company 


BOSTON, MASSACHUSETTS 
ARTHUR E. CHILDS, President 


Columbian National Agents can offer the best in 


LIFE, ACCIDENT and HEALTH INSURANCE 


Columbian National Policies make selling easier. 

Policies backed of the very strongest companies 
Oy suteh cubes cod bapant audane es 
Exceptional opportunity is offered to salesmen of 
character and ability. Communicate at once with 
Agency Department, 77 Franklin Street, Boston. 


in the country, having ample 
reserves. 








NEW GENERAL AGENT IN W. VA. 





O. F. Payne to Cover Nearly Entire 
State for Atlantic Life; 
Cultivation Planned 
O. F. Payne, president of the Valley 
Real Estate Company, Charlestown, W. 
Va., has been appointed general agent 
for the Atlantic Life. His territory in- 
cludes the greater portion of the state. 
Tucker and Taylor, district agents at 
Huntington, will retain jurisdiction over 
that city and two contiguous counties. 
A part of the southern section of the 
state heretofore included in the territory 
of A. O. Swink, Virginia general agent 
for the company, will remain under his 
jurisdiction. Mr. Payne will have con- 
trol over all the remainder of the state. 
The company now plans to begin an in- 
tensive cultivation of the whole state. 
While the general agency contract was 
made with Mr. Payne, the work of 
supervising the state will be under the 


active direction of J. W. Bryan, man- 
ager of the insurance department of the 
Valley Real Estate Company. 


Intensive 


START LIFE INSURANCE CLASS 


Faulhaber & Heard of Newark Enroll 
Fifteen; L. G. Faulhaber in Charge, 
Assisted by E. M. McMahon 


Faulhaber & Heard, managers of the 
National Life of Vermont in New Jer- 
sey and affiliated with the Edward M. 
McMahon Agency of the company in 
New York, open their life insurance 
course today at four o’clock with an en- 
rollment of about fifteen. The course 
which will be given weekly from four 
to six is under the direction of Louis 
G. Faulhaber, president of the agency. 

Edward M. McMahon, general agent 
of the National Life in New York, will 
assist Mr. Faulhaber, together with his 
tax expert, Omar Miller, and E. H. 
Dark, agency actuary. Prominent busi- 
ness men in Newark will also be called 
in from time to time to give their views. 

It is Mr. Faulhaber’s purpose to teach 
his class how to analyze insurance needs 
and to be able to suggest a program 
to supply such needs. 





E. H. BROCK A DIRECTOR 
The directors of the John Hancock 
Mutual Life at their meeting this week 
elected Vice-President Elbert H. Brock 
a director of the company. 

















as 3000%. - 


much “cold” canvass. 


Fieldmen Profit 
by This 


i ee 1924 The Guardian’s Prospect Bureau yielded an 
average profit to fieldmen of 600% in commissions 
over their investment. In some sections it ran as high 


It is easy to see how the Prospect Bureau can be the 
basis of success. It shortens the selling process. It fur- 
nishes “live” leads in adequate number. It eliminates 


The Prospect Bureau is one reason why a good many 
of the better producers are casting their lot with us. 
One new comer, a general agent, brought with him an 
agency organization of nearly three hundred men. 


Let us tell you the whole story of what The Guardian is 
doing to better the fieldman’s success. 


T. LOUIS HANSEN, Vice President 
THE GUARDIAN LIFE INSURANCE COMPANY 
OF AMERICA 
Founded 1860 under the Laws of the State of New York 
50 UNION SQUARE, NEW YORK 








1926 Convention To Be 
Held in Atlantic City 


MEETING PLACE CHANGE MADE 





Follows Conference in Philadelphia 
Attended by President Frank L. 
Jones of National Association 


and Others 





The National Association of Life 
Underwriters will hold its 1926 conven- 
tion in Atlantic City instead of Phila- 
delphia, but the Philadelphia Associa- 


tion of Life Underwriters will be in 
charge. The announcement was made 
this week coming through President 


Frank L. Jones and the Philadeiphia 
association, following a conicrence and 


luncheon at the Bellevue Stratford 
Hotel October 15, 16, 17. 
As President Jones © entered the 


luncheon room he was greeted by Miss 
America 1924, Miss Ruth Malcolmson of 
Philadelphia, and W. R. Riddle Guardi- 
an Life who presented President Jones 
with two large keys of welcome from 
Philadelphia and Atlantic City. The 
Philadelphia key was one formerly used 
to lock the entrance door of an old co- 
lonial house where William Penn lived. 
The Atlantic City key was used by the 
owner of one of the original buildings 
in Kansas City. The key “stunt” was 
arranged by E. J. Berlet of the Guardian 
of the Guardian Life. 

“Sitting in” on the conference with 
President Jones were Past President J. 
W. Clegg, now chairman of the Na- 
tional Executive Committee; President 
Peirce of the Philadelphia Assn.; former 
presidents E. O. Mosior, Equitable of 
New York, A. D. Murphy, Home Life 
of New York, F. G. Woodworth, John 
Hancock; former Secretary Wilfred L. 
Coates, Northwestern Mutual; Vice 
President C. F. Gannon, Prudential and 


H. Rosenberger, Metropolitan; National 
Committeeman George E. Ott, Equit- 
able of New York; George F. Schilling, 
Union Central, Henry Bray, Massachu- 
setts Mutual, Edwin R. White, Con- 
necticut Mutual, George M. Cannell. 
Penn Mutual, J. R. Montgomery, Phoe- 
nix Mutual and H. M. Taylor North- 
western Mutual of the Philadelphiz 
Executive Committee; Jack  Berlet 
Guardian Life, Chairman of Publicity 
Allan D. Wallis, Equitable of Iowa 
Chairman of Education, R. B. Taylor 
Equitable of New York, Chairman of! 
Welcome Committee; W. R. Robinson 
Missouri State Life; Eugene Jordan, 
Sun Life of Canada; J. A. Lenahen ané 
E. P. Langley of the Equitable of New 
York. 





DETROIT GENERAL AGENT 





W. C. Bailey, Formerly with Travelers, 
Succeeds Donald Johnston in Mi- 
chigan City 
The Connecticut General has appoint- 
ed W. C. Bailey as General Agent at 
Detroit to take effect November sec- 
ond. He succeeds Donald Johnston, who 
resigns to devote himself to personal 
production. Mr. Johnston is one of the 
Company’s leading producers and ex- 

tremely popular with his clientele. 

Mr. Bailey has been with the Travelers 
since 1914, first as special agent and 
later as assistant manager in Cleveland, 
Ohio. In 1917 he was called to the Home 
Office-and since 1919 he has been as- 
sistant superintendent of agencies. 

In view of Mr. Bailey’s successful rec- 
ord both in selling and in executive 
capacity, it is safe to predict the rapid 
development of a large, active and suc- 
cessful agency organization in Detroit 
for the Connecticut General. 
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Unexpected Deaths 


within a comparatively brief pericd 
many men of prominence have unex- 
pectedly died, illustrating how speedily 
and tragically the life string can be cut. 
The greatest shock of all was the passing 
of William J. Bryan while staging his 
spectacular fight at Dayton, Tenn., for 
fundamentalism. Those who saw him 
engaged in mental bouts with Clarence 
Darrow were amazed that one so vigor- 
ous would be called to the great beyond. 

But while the tragic cutting down of 
William J. Bryan attracted world-wide 
attention by reason of his prominence, 
there were thousands of deaths of other 
men, proving just as effectively in their 
own communities the truth of the old 
adage: “We are here today; gone to- 
morrow.” 

At the request of THE EASTERN UNDER- 
WRITER two large insurance companies, 
the Travelers and the Penn Mutual, have 
furnished some illustrations gathered 
from the claim departments of those 
companies. Dr. F. L. Grosvenor, medi- 
cal director of the Travelers, gives THE 
EASTERN UNDERWRITER the following ex- 
amples covering an exposure as short 
as six months of the company’s business: 


Life Department 


Aged 36 years. Sudden death from 
heart disease, so stated in coroner’s in- 
quest.’ Investigation showed that in 1921 
applicant’s physician had diagnosed a 
mild myocardial condition, but had not 
informed his patient of his impairment 
because he was of a nervous tempera- 
ment. 


Aged 40 years. Ill one day. Cause of 
death acute cardiac dilation, contributory 
nephritis—albumin in the urine discov- 
ered one month previously by attending. 

Aged 59 years. Sudden death, chronic 
bronchitis, mitral regurgitation. 

Aged 37 years. 
for epsom salts. 


Aged 41 years. Struck by train while 
ski-ing across railway track. 

Aged 20 years. Occupation machinist. 
Killed by fall of coal in mine. 

Aged 35 years. Occupation mine man- 
ager. Run over by loaded coa! car. 

Aged 28 years. Occupation farmer. 
Crushed by load of logs. 

Aged 28 years. Drowned. Skiff over- 
turned while duck hunting. 

Aged 48 years. Cheese maker when 
insured, temporary occupation miner. 
Killed by premature explosion. 

Aged 18 years. Mine driver. 
tured skull, kicked by mule. 

Aged 22 years. Occupation when in- 
sured soda dispenser, occupation at time 
of death coal miner. Killed by mine ex- 
plosion. 

Aged 41 years. Carpenter. 
skull—fell from building. 

Aged 77 years. Died on street car, 
angina pectoris. 

Aged 82 years. Dropped dead while 
attending church service. 

Aged 57 years. Sudden death—acute 
dilatation of the heart. Had been work- 
ing at his furnace. 

Aged 38 years. Acute dilatation of the 
heart. Was found dead in bathroom. 

Aged 44 years. Got out of bed at one 
o’clock at night. Fell to floor dead. 

Aged 57 years. Died while sitting in 
chair—apoplexy. 

Aged 42 years. Suffered from an ordi- 
nary cold three weeks prior to death and 
kept on working as usual at his place of 
business. Vomited, followed by state of 
coma. Died before medical aid could be 
secured. 

Aged 33 years. Carbon monoxide poi- 
soning from running car in closed build- 
ing. 

Aged 23 years. Boat overturned. 
Drowned while trying to save the life of 
his wife, although a good swimmer. 


Mistook oxalic acid 


Frac- 


Fractured 


Aged 41 years. Farmer. Fractured 
skull by falling tree. Lived 12 hours. 
Aged 47 years. Accidental—carbon 


monoxide poisoning. 
Aged 38 years. Automobile overturned. 
Broken neck. 















































Kase Seen —_= = 
— 
|p 
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Aged 30 years. rown from horse, Lo k f An O rtu = 
hit by passing automobile. Fractured Oo In or ppo nil é | 
skull. | 
Aged 42 years. Automobile accident. ; : | 
Broken neck. : . Here’s a golden one! An Eastern mutual Life Insurance Com- | A 
jgthens.” Ueese: aumapeabineoeiace: Ai pany needs an Agency Manager for its Boston territory, where | J of 
of dirt. Crushed chest. , it is not now represented. te 
Aged 26 years. Automobile accident. U: 
Fractured skull. : : a | A 
Aged 40 years. Automobile collision. The man who will qualify must possess an understanding K 
Fractured skull. s s28si° . = 425 : a 
Aged 59 years. Cat Wabmek: tnews of individual needs along with a distinctly professional attitude | pr 
out. Fractured skull—immediate death. of responsibility. Such a man will receive liberal compensation | te 
Aged 33 years. Stepping from auto- and every possible assistance. sic 
mobile to street, struck by passing auto- 
mobile. Instantly killed. 
Aged 30 years. Fell from box car. Your letter of inquiry will establish contact. All negotiations | BU 
Fractured skull. Lived 6 hours. a‘ : | it 
Aged 35 years. Naval officer. Aero- confidential. Address SPERRY, care of this paper. W 
plane crash. Instant death. . H 
Aged 36 years. Carbon monoxide gas x | e 
poisoning in small closed garage with | As 
engine running. head on rim of bath tub. Fractured A severe storm swept over the city m 
, skull. Lived 7 days. of Philadelphia. An insured member who pl: 
Accident Department Aged 52 years. Pavement slippery. was blinded by the rain stepped in front | 
mos Car skidded and slipped into railway sub- of a motor truck and was killed jp. 
Aged 60 years. Thrown from riding way. Fractured skull. stantly. cu 
horse. Neck broken. Aged 41 years. Struck by automo- One of our insured members came to el 
Aged 66 years. Slipped on concrete bile while alighting from street car. his untimely death following the faithfy As 
flooring. Skull fractured. Fractured skull. , performance of his duty as Sheriff. He te 
Aged 46 years. Killed while passenger, Aged 53 years. Automobile ran over was shot and killed by the man he 2. U 
automobile—grade crossing. embankment into river. Drowned. / tempted to arrest. vi 
Aged 60 years. Riding in car which Aged 42 years. Struck by automobile While riding in an automobile which in, 
was being towed. Tow rope became lighting from street car. Died of frac- collided with the arm of a steam shovel 
slack and entangled in front wheels. tured pelvis. Ill two weeks. ‘ the insured was killed instantly wher ro 
Thrown against telephone pole and Aged 48 years. Automobiles collided. the machine overturned. co 
killed Fractured skull, internal injuries. Lived fa 
F 3 , 20 minutes. ri 
Aged 53 years. Accidental discharge 
of gun while attempting to shoot rat in COST PER DAY . 
a woodshed. Penn Mutual Data Every man has a desire to carry suff- pa 


Aged 34 years. Physician. Respond- 
ing to sick call in fog at three o’clock in 
the morning drove automobile into house 
which was being moved along street. 
Neck broken. 

Aged 42 years. Automobile struck by 
train at grade crossing. Skull crushed. 

Aged 55 years. Caught in belt in 
power house. Skull fractured. 

Aged 29 years. Instantly killed. Au- 
tomobile struck by train. 

Aged 48 years. Automobile went off 
bridge into slough. Skull fractured. 

Aged 52 years. Killed in a railway ac- 
cident. 

Aged 39 years. Fractured skull. Killed 
by automobile while crossing street. 

Aged 43 years. Head-on collision in- 
terurban trolley cars. Instant death. 

Aged 42 years. Slipped and struck 


From Harry Toulmin, vice-president 
and medical director of the Penn Mutual, 
the following notation of cases has been 
received: 

Two golf players sought shelter in a 
dilapidated building on the links while 
waiting for a storm .to pass. A bolt of 
lightning killed both. Both men were 
prominent attorneys. _ 

A man quite fond of hunting and ex- 
pert in the use and care of firearms, 
while ascending a staircase carrying three 
guns dropped a revolver which discharg- 
ed and killed him instantly. 

A physician making an X-ray examina- 
tion of an injured child, came in contact 
with the high voltage wires of the ma- 
chine when he leaned over to talk to 
and quiet the patient. He was rushed 
to the hospital but died from. the effects 
of the shock. 
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DES MOINES, IOWA 





Three New Records of Progress 


A TWENTY-TWO MILLION DOLLAR PRODUC- 
TION of new life insurance during June, 1925, in 
honor of President George Kuhns. 


A NINETY MILLION DOLLAR PRODUCTION of 
new life insurance during the first half of 1925. 


During June, 1925, the total of life insurance in force 
passed the EIGHT HUNDRED MILLION DOLLAR 


BANKERS LIFE COMPANY 


GEORGE KUHNS, President 

























The Manhattan Life Insurance Co. of New York 


NEW POLICY ae 
Disanility Benefits of $15.00 per $1,000.00 


Waiver of Premium 
BROADER DOUBLE INDEMNITY CLAUSE 
Loans at end of 2nd year 








cient life insurance to provide at least 
the bare necessities for his wife and 
family in case death takes him from 
them, points out the Equitable of Iowa th 
Many men who are insured for from 





















$1,000 to $,000 feel that they have a suf: - 
ficient amount to take care of the needs a 
that will arise upon their death. In redl- - 
ity, such an amount would pay necessary - 
expenses for only a few months ora at 
few years at the best. 

Such a mistake is an easy one to a" 
make, and comes about probably be- *t 
cause $2,000, $3,000 or $5,000 really are Tl 
large amounts in lump sums. But in ; 
the case of death of the husband and vi 
father; the wife has but two alternatives, 
either to use the principal sum of money wi 
left her which would be used up in but Sa 
a few years, or attempt to live on the an 
income from the money. This is the as: 
time when the wife discovers that $5,00), 
or even $10,000, very often is not suff: ev 
cient to meet her necessary require: TI 
ments: 1S 

Ten thousand dollars is a very sub As 
stantial sum of money, but invested to wr 
yield 6% (and one should not expett ma 
more with safety), it would provide only he 
$1.64 a day. The head of any family the 
can testify how inadequately this amount est 
will provide even the necessities of lift ! 

In the following table compile: by tht wh 
Equitable Life of Iowa are shown thy J. 
annual and daily incomes provided by 
various amounts invested to yield 6%: th 

Amount of Yearly Daily 

Insuracen Income of6%  !ncome 

1,000 $60 30.16 
2,000 120 a 
2'500 150 4 
3,000 180 AY 
4,000 240 66 
5,000 300 82 
6,000 360 9 
7,000 420 1.15 
7,500 450 1.23 
8,000 480 - 1.31 
9,000 540 1.48 
10,000 600 1.64 








An important factor in closing is - 
ing an excuse for pressing the prospe 
to immediate action. 





“Business building is the power 4 
make permanent and profitable patrots 
—Sheldon.. Lig 





fl} 








October 23, 1925 








Page 








‘A Beginner’s Impressions of His First 
Life Underwriters Meeting 


The Eastern Underwriter learned that 
a young man—just beginning the career 
of a life insurance salesman—was to at- 
tend the meeting of the New York Life 
Underwriters’ Association at the Hotel 
Astor on Tuesday evening of last week. 
Knowing that he was an observing young 
man, and feeling that it would be of in- 
terest, he was asked to give his impres- 
sions of the meeting. Here they are: 

My first meeting of the New York Life 
Underwriters’ Association—what would 
it be like? Would it be stiff and formal? 
Would I feel like an intruder? I had 
hesitated applying for membership. in the 
Association for it seemed to me that a 
mere beginner would be entirely out of 
place in such elite society. 

These, and many other thoughts, oc- 
cupied my mind as I stepped out of the 
elevatcr at the tenth floor of the Hotel 
Astor Tuesday evening, after having at- 
tended the session of the New York 
University life insurance school at Wash- 
ington Square. 

By the time I had reached the dining 
room, my fears about the formality had 
completely disappeared; an easy, friendly 
familiarity prevailed between those ar- 
riving for the dinner. By the time I 
reached the table space alloted me by the 
committee of arrangements, most all the 
men and women were already there— 
almost seven hundred of them. 

Why, I had never realized before how 
many life insurance men and women 
there were in New York City, and the 
assembled. gathering was just a small 
part of the number in the business, a 
small part which impressed me as rep- 
resenting the cream of the field. That 
was obvious at the first glance. 

They were all of different ages, differ- 
ent types and yet there seemed to be 
a something common to all, a something 
characteristic of the group as a whole. 
That something was a combination of 
viltality and intelligence. 

As I looked over the group I thought 
what a fine thing it was to be in the 
same business as these men and women, 
and what a privilege it would be to be 
associated with them in association work. 

I couldn’t give my impression of the 
evening without mentioning the food. 
They say that the way to a man’s heart 
is through his stomach. Well, the Hotel 
Astor, or the New York Life Under- 
writers’ Association, or both, must be 
making a very emphatic assault on our 
hearts, and they succeeded in carrying 
the first line of outworks with the great- 
est ease. 

And then, turning to the program— 
what a privilege it was to hear men like 
J. H. Scott; Frank L. Jones, the newly 
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elected president of the National Asso- 
ciation of Life Underwriters; and James 
Elton Bragg, vice president of the Man- 
hattan Life, speak. What a privilege to 
have them share their ideas with all in 
attendance. 

Each one gave a talk packed with valu- 
able ideas for the life insurance salesman 
and saleswoman, valuable both inspira- 
doaslly and for actual selling use in the 

eld. 

I wouldn’t attempt to even sketch the 
talks of these men, for nothing hurts 
worse than to hear a novice try to im- 
itate a master. It will suffice to say that 
I, as I believe did the other 699—more or 
less—present, stored every bit of their 
talks away in my memory for future use. 

As I was walking ouf after the meet- 
ing, I could not keep from thinking what 
a broad and practical life insurance edu- 
cation can be had by attending these 
monthly meetings of the New York Life 
Underwriters’ Association. 

Then, while waiting in line for my 
hat and coat, the thought expressed by 
J. H. Scott recurred to me—what a won- 
derful business life insurance is—seven 
hundred men and women willing and 
anxious to get together every month to 
meet the other men and women in the 
business, men and women who enjoy 
passing on good selling points to those 
engaged with other companies and in 
other agencies, men and women who are 
willing to give of their time to prepare 
the very best they have in the way of 
ideas, and gladly hand out those ideas 
to the insurance fraternity at large. 

These being merely reflections, have no 
definite conclusion or end. They merely 
led me to a resolve never to miss a New 
York Life Underwriters’ Association 
meeting if it is at all possible for me to 
be present, and if now and then I should 
be forced to miss, to have a very keen 
realization of what I was missing. 





DOESN’T “CARRY” IT—“OWNS” IT 

Continually the question is asked, 
“How much life insurance do ‘you carry?” 
You don’t carry life insurance; you own 
it. That which you carry is a burden; 
that which you own is a possession, says 
the Connecticut Mutual Life. A man 
owns a life insurance estate of so many 
thousands; it is real; he can borrow on 
it; he can use it as collateral; it is prop- 
erty. Why then speak of carrying it? 
A man doesn’t speak of carrying a sav- 
ings account or a house and lot; he 
owns them. To ask a prospect, “How 
much life‘insurance do you own?” is to 
put an entirely different angle upon the 
canvass. 





The paramount duty of the solicitor is 
to maks his prospect realize the tremen- 
dous folly involved in delay—J. H. 
Blagge. 





chis Compaay 
reputation for stability and ‘air dealing 


Has always rendered the highest gr 


their business. 
Its policy contract 

interest of all its policyholders. 
JOHN BARKER, Vice President 


Incorporated 1851 * 


BERKSHIRE LIFE INSURANCE COMPANY 


PITTSFIELD, MASS. 
FREDERIC H. RHODES, President 
as always pursued those policies in the conduct of its business that have given it a high 


of service to its policyholders. 
Has always extended reasonable assistance and encouragement to its representatives to develop and hold 


8 give to each individual insurer full protection, safeguarding, at the same time, the 


ROBERT H. DAVENPORT, Secretary 
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Address, 








PENNSYLVANIA OPPORTUNITY 


If you are interested in making a permanent connection with an old 
well established company with a progressive management and an un- 
equalled dividend record, it. will be to your interest to investigate our 


PERMANENT, 
Care of The Eastern Underwriter, 86 Fulton Street, New York City 








Everybody Wins, Nobody Loses 


By Mrs. W. B. Remer, Omaha, 
Wife of Mutual Benefit Agent 


“Life insurance” is property—perma- 
nent, productive property. 

There is perhaps no desire more uni- 
versal among far-sighted people than to 
accumulate property. Abraham Lincoln 
said: “Property is the fruit of labor.” 

Now just a- question: Why does man 
work? The answer is invariably, to 
create property, and for whom? This 
can best be answered from a poem by 
Edgar A. Guest, entitled, “The Purpose.” 

“Why do you peddle your fruit?” 

said I 

To a huckster of melons who wan- 

dered by. 

Why do you shout from the dawn 

to gloam?” . 

Said he: “For the wife and the kids 

at home.” 

“Why do vou dig in the ditch?” I 

asked 

Of a grimy laborer, sorely tasked. 

And this was the reason such work 

he did: 

“T gotta da wife. I gotta da kid.” 

On they went down the busy street, 

Eager toilers with hurrying feet; 

Butcher, baker, and banker grave— 

Why do they work and why do they 

save? 

What is it moves them to work and 

plan? 

What is the motive of every man? 

Stop and ask him what holds him 

fast, 

Dreaming and striving to serve at 

last. 


Polished speech or an accent queer, 

This is the purpose that you shall 
hear. 

Each shall tell, as the digger did: 

“I gotta da wife. I gotta da kid” 

This is the purpose which rules us 
all, 

Home and the wife and the children 
small. 














FRANK J. HAIGHT 
CONSULTING ACTUARY 
Hume-Mansur Building 
Indianapolis, Ind. 
Hubbell Building 
Des Moines, lowa 











HOME LIFE 


Insurance Company of New York 





ETHELBERT IDE LOW, President 





The 65th Annual Report shows: 
Premiums received dur- 
ing the year 1924..... $8,003,453 


Payments to Policyhold- , 
ers and their Benefi- 
ciaries in Death 
Claims, Endowments, 
Dividends, etc........ 6,321,524 

Increase in Assets...... 

Actual Mortality 62.4% 
of the amount ex- 
pected. 

Insurance in Force..... 260,530,414 


Admitted Assets........ 51,457,218 


FOR AGENCY APPLY TO 


GEORGE W. MURRAY 


Superintendent of Agents 
256 Broadway New York 























1921. 


times. 


October, 1924. 
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A PLEASING STORY 


Farm and factory tell a gladsome story these days. 
The farmer has a larger income than any year since 
Factory workers will receive a total income 
larger than was paid in 1919. 

Lincoln National Life business is keeping ste 

i Production for the 
million dollars ahead of the mark set in the first two weeks of 


A timely sales campaign upon the farmer when his harvest is 
bringing him ready funds, and the Salary Savings System for 
deducting premiums from the monthly pay of the city employee, 
are bringing the Lincoln National Life a new annual pr 


with the advance 


rst half of October is a 


uction 
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Lincoln Life Building 


The Lincoln National Life Insurance Company 


“Its Name Indicates Its Character’ 
More Than $375,000,006 in Force. 


Fort Wayne, Indiana 











Pennsylvania 


1865 











Sixty Years Old 


Provident agents in their approach have the 
advantage of the national advertising of the 
Company which is striking and original, 
and also of a Direct Mail Campaign. 


Provident Mutual 


Life Insurance Company of Philadelphia 


Founded 1865 


1925 
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Practical 








LIVE HINTS FOR BUSINESS GETTERS 


Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 
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Responsibilities that 
reach beyond the im- 
peg mediate family of the 
“— provider are borne by 
thousands of men and women in this 
country who have dependent relatives 
to maintain. A study of government 
census records discloses that there are 
301,000 men, women and children in in- 
stitutions, both charitable and _ private, 
all of whom are not self-supporting. 

Of this great number of persons who 
rely upon the state or their own kin to 
provide for them, only 100,000 are adults, 
the remaining 201,000, all children, being 
cared for either in institutions or in out- 
side homes that have been found for 
them. There are 64,000 boys and girls 
being cared for through the last-named 
agencies. 

In compiling these records the govern- 
ment investigators have not considered 
the inmates of hospitals or almshouses; 
hence the figures deal solely with de- 
pendent persons who are being supported 
either by their own relatives and friends 
of by fraternal or quasi-public or- 
ganizations. 


Numbers of 


This census emphasizes, in the opinion 
of Edward S. Andrews, of the Pru- 
dential, the necessity for serious thought 
on the part of those who are charged with 
such responsibilities. 

“As long as the producer retains his 
earning power,” he says, “and accepts 
the obligation imposed, the dependent is 
assured of adequate care. But there may 
come a time when disability or death re- 
moves this source of income. Then the 
dependent is thrown upon the mercy of 
the people-at-large and, while it might 
make little difference in the attention 
given, there is always the possibility that 
it will cause distress. 

“The insurance authorities have con- 
sidered this aspect of family life in their 
effort generally to improve the living 
conditions of the people, and to this end 
have devised what seems to be an ex- 
cellent safeguard against what might be 
a tragedy in the life of a dependent of 
impaired health or of a minor child. This 
protection is the monthly income policy, 
which, in the event of the death of the 
provider, will assure a stated monthly 
income for a limited number of months, 
or as long as the original beneficiary 
lives.” 

The advantage of this form of assured 
support, the Prudential’s spokesman says, 
lies in the fact that it takes nothing 
away from the designated beneficiary, 
usually the wife of the insured, when the 
claims are paid. 


“The man who has other dependents,” 
he illustrates, may carry supplementary 
policies of this type for such other bene- 
ficiaries only. His other policy may be 
to protect his wife and children. Then, 
in the event of death, the widow would 
not feel obligated to use part of her 
income funds to continue the contribu- 
tions he had been making. 


Moses Chasanov, 
who has been ap = 
the leaders of the 
$10,000 Sale Johnston & Collins 
Agency, Travelers in New York, tells 
the following story of a cold canvass 
approach which netted him a $10,000 
policy. Motoring from the city to a 
Long Island resort, Mr. Chasanov met 
Reuben Caiden, a lawyer, who had been 
a stranger to him up to their introduc- 
tion. The talk soon turned to the origin 
of first names due to Mr. Chasanov’s skill 
as a conversationalist. Mr. Caiden was 
exceedingly interested to learn that his 
given name “Reuben” originated in 
Biblical days and as Mr. Chasanov ex- 
plained its significance he asked, “How 
do you know all of these interesting 
things.” To which Mr. Chasanov replied, 
“Well, I make a hobby of studying such 
things, just as I do in my business which 
is life insurance.” Mr. Caiden warmed 
up to this approach and by the time they 
had reached their destination, Mr. 
Chasanov had his date of birth and had 
arranged for a medical examination. A 
few days later he closed with him for a 
$10,000 policy. 


Bible Approach 
Develops 


* * * 


Paul R. Wendt, head 
of the Wendt Agency 
of the Equitable Life 
of Iowa in New York 
City gives the following dialogue in an- 
swer to the objection, “I can invest my 
money to better advantage.” 

Agent: “I do not doubt Mr. Sharpe, 
that with your knowledge of invest- 
ments, you could realize a larger return, 
provided you had no losses of principal 
or interest ,than you would realize from 
a life insurance investment. Of course, 
you realize that a life insurance policy 
does have an investment value. The 
rate of interest net to you might not 
equal the amount you would realize if 
you were to invest your money without 
loss of principal or interest, but the re- 
turn to you would be substantial, and 
when you take into consideration the 
fact that there is no danger of loss in 
your life insurance investment, and when 
you consider the tremendous percentage 
of gain that your family would realize 
were you to die, then I believe you will 
agree with me that life insurance is a 
decidedly good investment. In addition, 
Mr. Sharpe, there is no doubt in my mind 
that the knowledge that your family 
would receive an adequate income to 
support them were you to die, would 
easily be worth to you the difference be- 
tween the rate of interest you would 
earn on your life insurance investment, 
as compared with the somewhat larger 
return you would realize were you to 
invest your money elsewhere, without 
loss of principal or interest. 

“Now, Mr. Sharpe, I would like to ask 
you this question: “Why do you invest 
your money rather than spend it as you 
earn it?” 


I Can Invest 
My Money to 
Better Use 





mony and Surplus. 
Insurance in Force.. 
Payments to Policyholder 





INCORPORATED 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 


RICHMOND, VIRGINIA 
Issues the most liberal forms of ORDINARY Policies from $1,000.00 to $50,000.00, 
with premiums payable ——— semi-annually or quarterly, 


INDUSTRIAL Policies from $12.50 to $1,000.00, with premiums payable weekly. 
CONDITION ON DECEMBER 31, 1924 


Total Payments to Policyholders Since Organization. Seemann "; $35,784,215.15 
JOHN G. WALKER, President 


3 036,319.80 








Prospect: “I want to save some money 
for my old age.” 

Agent: “Is that the only reason you 
save money—just for the purpose of pro- 
tecting yourself in your old age?” 
Prospect: “Well, to protect my family, 
too.” 

Agent: “Can you tell m., Mr. Sharpe, 
how long it would take you, saving as 
you are, to accumulate a sum sufficient 
to give your wife an income sufficient 
to support her, should you die?” 

Prospect: “I don’t know.” 

Agent: “It is quite certain, is it not, 
Mr. Sharpe, that it would take some 
time, very likely a number of years?” 

Prospect: “I suppose it would.” 

Agent: “Years ago, Mr. Sharpe, a 
man traveling by boat from New York 
to San Francisco would journey down 
the coast of South America, cross the 
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Equator, brave the storms-of the | 
and then proceed up the west : 
back across the Equator to San Fran. 
cisco. It was a long and _ hazardoys 
voyage. Today, you would not think of 
taking that route but you would take 
the modern up-to-date route through 
the Panama Canal. 

“The contrast is just as striking when 
you compare life insurance as a means 
of creating an estate. Life insurance jg 
the up-to-date method. I would lixe to 
leave with you,- Mr. Sharpe, if I do 
nothing else, an idea as to how much 
life insurance it would require to provide 
an income—first, to clear away all your 
obligations when you die, and second, to 
give your wife an income to support 
her. You would. be interested, would 
you not, to know how much life insur- 
ance it would take to provide your wife 
with a living income, in event of death?” 





ORDINARY J High Value 


POLICIES 
' Low Cost 


give Agents unsurpa 


GEO. T. SMITH, Vice-President 
DUNBAR JOHNSTON, Seeretary 





Attractive and Novel Features 


Which, with especially favorable Indust ial Contracts, 
money-making spportuni 
E. J. HEPPENHEIMER, peatioet 


HOME OFFICE, JERSEY CITY, N. J. 


The Colonial Life Insurance Co. of America 


wai | Whole Life, Limited Payment and Endowment * SOLD 


THROUGH 


STAFF ONLY 
ities. 


beg un NETTLESHIP, 2nd Vice-President 
R. DROWN, Asst. See’y and Asst. Treasurer 

















New England Mutual. 


growth of Life Insurance. 








Our Ninetieth Birthday 


Ninety years ago, April 1, 1835, Massachusetts chartered the 
This is the oldest Charter now existing. 


The granting of this Charter had a vast significance, for it 
introduced a New Idea, which cleared the way for the present 


THAT IDEA WAS MUTUALITY 
NEW ENGLAND MUTUAL LIFE INSURANCE CO. 


Boston, Massachusetts 
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THE MUTUAL LIFE 


The Mutual Life Insurance Company of New York has a 
record of EIGHTY-TWO YEARS of prosperous and suc- 
it has passed through panics, pestilence 
and wars unharmed, and to-day, as a result of eight decades 
of endeavor, offers financial strength, reputation, magni- 


tude, leadership, and life insurance service. 


Those considering life insurance as 
a protession are invited to apply to 


The Mutual Life Insurance Company 


of New York 
34 Nassau Street 
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n, Prominent Speakers 


A Free Exhibition : being held at 














C. J. Rockwell Leaves 

t, e 2 ° 
. for Life Presidents h ra ca K P Pittsburgh Course 
1S ad y - —_—— 
of MEETING AT ASTOR DEC. 3-4 the o Ces O the new cane atterson WELL KNOWN AS EDUCATOR 
ce 
fh Program Includes Attorney - General agency of the Massachusetts Mutual Life University of Pittsburgh Will Not Con- 
Sargent, Senator David A. Reed, tinue Salesmanship Course Without 
. Haley Fiske and Others Insurance Company Him; Plans Not Announced 
- ; The theme of the 19th annual con- Every Day Charles J. Rockwell, director of the 
lo vention of the Association of LifeIn- Life Insurance Salesmanship School at 
ch surance Presidents which will be held between 9 A. M. and 5 P. M. the University of Pittsburgh, formerly di- 
: at the Hotel Astor on December 3 and ‘ ; rector of the parent school at Carnegie 
; 4 will |e “The Underwriting of a New Demonstrations are being made daily ot Institute of Technology before its trans- 
rt Fra of American Progress.” Among fer to the University of Pittsburgh, has 
Id ominent speakers who have been ( ) Me d S M resigned, effective December 31, and the 

the promuinen p i g ; m 
fe invited to speak are Haley Fiske, presi- rganize e€TVIice university has decided not to continue 
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the Metropolitan Life, who will 


talk on “Fifty Years of Life Insurance.” 
Mr. Fiske has has been an active life 
insurance executive for a good part of 
those fifty years, his connection with the 
Metropolitan having begun as a counsel 


over fifty years ago. 

Invitations to attend the convention 
have been sent by the association to the 
chief executives of all life insurance 
companies in the United States and 


Canada and the responses already re- 
ceived indicate an unusually large at- 
tendance. These executives will survey 


the business achievements of the first 
quarters of the twentieth century, with 
a view to applying their lessons to the 
problenis and opportunities of the future. 

David A. Reed, U. S. Senator from 
Pennsylvania, will open the sessions on 
Thursday, the first day, with an ad- 
dress on “What Tax Reform is Prac- 
ticable.’ The second day’s session will 
be opened by John G. Sargent, attorney- 
general of the United States, his topic 
to be decided later. The convention 
will be attended by a delegation of in- 
surance men from Vermont, headed by 
Fred A. Howland, president of the Na- 
tional Life who is a lifelong friend of 
Mr. Sargent. The southern section of 
the county will be represented on the 
program by Angus W. McLean, gover- 
nor of North Carolina who will speak 
on “Improved Methods in State Admin- 
istration.” Hon. William R. C. Kendrick, 
of Des Moines, Ia., the new president 
of the National Convention of Insurance 
Commissioners, will also speak, his sub- 
ject being “Life Insurance from the 
Viewpoint of a Supervising Official.” 
William BroSmith, counsel of the Trav- 
elers, is chairman of the reception com- 
mittee. 

Further topics and speakers in the 
preliminary program are as follows: 


William A. Law, Chairman; president, Penn 
Mutual Life, Philadelphia. 

“The Response of the Life Insurance Com- 
panies to the Nation’s Demand for Funds,” 
Robert W. Huntington, president, Connecticut 
General Life, Hartford. 
“Influence of the Medical Examination on 
Life Underwriting,” Arthur B. Wood, president 
of The Actuarial Society of America; vice-presi- 
dent arid actuary, Sun Life of Canada, Montreal. 
“Legislative Contribution to Progress,”” Thomas 
I. Parkinson, vice-president, The Equitable Life 
Assurance Society. 

“The Menace of Taxation to Life Insurance,” 


Pennsylvania Building, 225 West 34th Street, New York City 


DONALD C. KEANE, General Agent 
Telephone: 


LLOYD PATTERSON, Associate 


Chickering 2384-7 





SPECIAL THRIFT POLICY 





Colonial Life’s New Contract Issued in 
Multiples of $250; Cash Payment 
at Age 65 


A new form of weekly payment in- 
surance which is a modification of the 
usual type of industrial policy has been 
issued by the Colonial Life of Jersey 
City through its industrial staff. This 
contract which is called the special 
thrift policy is issued in multiples of 
$250 and provides for a cash payment 
at age 65 together with pure endow- 
ment benefits paid the insured for ten 
years. The policy will mature for its 
value immediately in the event of death. 
Policyholders may permit the pure en- 
dowment benefits to accumulate to the 
benefit of the policy if they desire. 





PAYS ALLEGED SUICIDE POLICY 


The Aetna life carried a life policy 
for $5,000 issued to Judge Royal R. 
Graham, deputy .city attorney of Denver 
Colorado. In a recent election Graham 
was defeated for a higher office which 
he sought. The election was contested 
but Graham regardless of various moves 
was denied the office, it being shown 
that Judge Ben B. Lindsey had been 
re-elected. The next heard of Graham 
was when his lifeless body was found 
in a gas-filled kitchen at his home. The 
Aetna Life made no contest, waiving any 
rights it might have because of the 
suicide clause, the full amount paid to 
Graham’s widow. 





SET UNION CENTRAL DATE 

The Union Central Life has selected 
Atlantic City as the place for its 1926 
convention of the field force. The meet- 
ing will take place some time between 
September 15 and Octobr 15 at the Am- 
bassador Hotel. The company will pay 


the full expenses of all agents who 
qualify. 


BANKERS LIFE GAINS 


New paid-for business of the Bank- 
ers Life Company for the first nine 
months of 1925 totalled $110,191,043, 
which was a gain of $20,602,469 or 23 
per cent over the new paid-for business 
for the first nine months of 1924. 

So far this year Bankers Life agents 
have written an even 6,000 applications 
for new life insurance on the lives of 
old policyholders of the company. These 
applications aggregate $25,047,995, or 
more.than 19 per cent of the total new 
examined business of the company for 
the first nine months of the year. 





Prudential Honor Guests 
Sketched at Anniversary 


Following the golden anniversary 
celebration of The Prudential last Tues- 
day, the “Jersey Transcript,’ the New- 
ark tabloid paper, ran a number of in- 
teresting sketches, depicting some pf 
the personalities present. Billy Steinke, 
the artist, pays homage to The Pruden- 
tial in a fitting, gracious manner. 





NEW GENERAL AGENCY 


A new general agency, Olds & Go- 
ing, with offices in Los Angeles and 
San Francisco, has been formed. This 
new agency will represent the American 
Pacific Fire & Marine for fire and auto- 
mobile risks and will operate on a non- 
board basis. Mr. Olds was formerly 
with Olds & Stoller, attorneys-in-fact 
for an inter-exchange. 





L. LIEBMAN RANKS HIGH 


L. Liebman, connected with the Keane- 
Patterson Agency of the Massachusetts 
Mutual in New York, ranked second in 
production for the company last month. 
Mr. Liebman has been in the insurance 
business for some years, but it was only 
on August 1 that he decided to devote 
his entire time to life insurance. 








the school without him. 

No reason for his resignation is stated 
except that he desires to devote his 
abilities to a more nation-wide service 
for the life insurance fraternity than his 
present environment made possible. Nor 
has he announced as yet any plans along 
this line for the future. He has already 
been urged to give some special courses 
in different*cities for which he has al- 
ways been in great demand, and may 
arrange to do this before undertaking 
permanent responsibilities later. 





MAY REMAIN TWO YEARS 





Thomas W. Blackburn Has Not Resigned 
As Secretary and General Counsel 
of American Life Convention 


The impression that Thomas W. 
Blackburn, secretary and general counsel 
of the American Life Convention, has 
resigned or intends to do so in the near 
future is not accurate. As Mr. Black- 
burn has expressed it to a friend he 


“anticipates relief from activities not 
later than two years hence.” 
The headquarters of the American 


Life Convention are to be moved to St. 
Louis. Mr. Blackburn lives in Omaha. 
He is one of the most efficient and able 
of company organization men. 





NEW PRUDENTIAL DIRECTOR 


Roy Everett Tomlinson, president of 
the National Biscuit Company, has been 
elected a director of The Prudential In- 
surance Company of America. The se- 
lection of Mr. Tomlinson came at a 
meeting of the board in the company’s 
home offices. The new director of The 
Prudential has long been an executive 
of the National Biscuit Company, hav- 
ing joined that organization’s legal de- 
partment in 1902. In 1914 he was chosen 
an assistant secretary of the company 
and in 1915 was named third vice-presi- 
den. His elevation to the presidency 
came on March 19, 1917.°Mr. Tomlinson 
was born in Chicago on December 4, 
1877. He was graduated from the 
University of Wisconsin in 1901 and on 
December 25, 1905 married Miss Eleanor 
Parsons, of Oak Park, Ill. He now 
lives at 129 Union St., Montclair, N. J. 





























William H. Davis, vice-president and general r 
counsel, Pacitic Mutual Life, Los Angeles. LIBERALIZES SALARY SAVINGS 
Asthar Huneae Si ictuary, New York Like M The Connecticut General has an 
rthur i iy 
Ne Insurance Cohan her Soak Seat oe A Record of Serv ce nounced that it will extend the privilege 
4 “The Next Job is Preventive Medicine,” Dr. of insurance without medical ina- 
% Edwin W. Dwight, medical director, New Eng- , Shatin soatens I edica Solaire 
ig) and Mutual Life, ‘Boston. The year 1925 marks the seventy-fourth anniversary of the dditecachdanan: adam ie Seldade ox alate 
| Massachusetts Mutual Life Insurance Company. Ever since 1851 which has been the requirement in the 
! REVOKE AUTHORITY this Company has furnished unexcelled life insurance protection past. she 
5 posing, cay ay AE a gad ha at a low net cost and has maintained its record of unswerving Pete aoe fee Se ee applicants 
opolitan Life o etroit, a com- ‘ ¢ Salary savings 
hdity whiclt hed. its aeiicies “of lneor: loyalty to its policyholders. The years have brought wonderful plan will not in general be required to 
% poration with the state four years ago, growth and prosperity. To-day, as in the past, the whole per- pass a medical examination has been 
% have had their authority to sell stock sonnel of the Company is imbued with the spirit of service, a raised from age fifty-one to age fifty-six. 
eS revoke by the Michigan Securities spirit that permeates the entire activity of the organization. In Massachusetts, because of state 
e Commission, it was announced _ this laws, a short miedical examination will 
4 week by Hezekiah N. Duff, commis- JOSEPH C. BEHAN, Superintendent ‘of Agencies still be required at the younger ages. 
c sioner. 
Xe e 
: 7 Massachusetts Mutual Life Insurance Company L. S. WELCH RECUPERATING 
4 2% YEARS WITH JOHN HANCOCK : i i 
bs Lewis S. Welch of the Phoenix Mu- 
N% Henry A. Stout of Dayton, O., gen- SPRINGF IELD, MASSACHUSETTS tual at New Haven, one of the best 
re eral agent of the John Hancock, is 


known agents in New England, is in 
New Hampshire recovering from an at- 
tack of bronchitis. 


celebrating his twenty-fifth anniversary 
with that company. 
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Is Psychology Bunk? 
By Philip Burnet 
President Continental Life, Wilmington, Del. 


Here’s something to shock and peeve Dr. 
Winslow Russell, John M. Holcombe, Jr., D 


John A. Stevenson, Edward A. Woods, 
r. G. M. Lovelace and other life insur- 


ance educators who are strong on psychology and its relation to salesmanship. 

[t is the opinion of the president of a life insurance company that psychology in 
salesmanship is all follderol. The daring spirtt who says this is Philip Burnet, president 
of the Continental Life of Wilmington, one of the most interesting and_ thoughtful 


men in the business. 


But is Mr. Burnet correct? Tue EAsterN UNDERWRITER prints herewith what Mr. 
Burnet says on the subject and follows it with some extracts from the works of some 
leading psychologists and the reader can form his own conclusions. 


Most of the so-called “psychology” 
not only in life insurance salesmanship, 
but in salesmanship generally, is neither 
more nor less than pure “bunk.” In the 
practical conduct of our work, there is 
no substitute for cold, hard common 
sense, and the salesman or manager 
who hasn’t enough of that to get along 
successfully is not going to find much 
help from psychology, because he lacks 
the ability to discriminate between the 
wheat and the chaff in what he reads 
or hears; and since so much of the so- 
called “psychology” in salesmanship is 
pure chaff, he is going to be led pretty 
far astray. 

On the other hand, the salesman or 
manager who has enough common sense 
to enable him to succeed without the 
support of psychology is likely to find 
the subject both interesting and illumi- 
nating in many respects, particularly if 
he lands among the behaviorists, who, as 
you know, are interested, not in what 
men “think,” but in what they actually 
do. 

On the whole, however, as a practical 
matter, I would strongly advise the vast 
majority of life insurance men not to 
bother their heads about psychology, but 
to go ahead and do their work in their 
own way. 


Defense of Psychology 


William James, former professor at 
Harvard University, in his authoritative 
volume on psychology, discusses the 
mental processes by which human beings 
arrive at decisions in his chapter on the 

“Will.” His reasoning shows that there 
is a definite decisive reaction to stimuli, 
such as might be imparted in the course 
of life insurance sales, or under any 
other conditions. The point is, accord- 
ing to James, that the human mind 
eradicates doubt and comes to a definite 
decision when certain particular argu- 
ments are advanced. Taking up various 
types of decisions, James says: 

“The first may be called the reasonable 
type. It is that of those cases in which 
the arguments for or against a given 
course seem gradually and almost insen- 
sibly to settle themselves in the mind 
and to end by leaving a clear balance in 
favor of one alternative, which alterna- 
tive we then adopt without effort or con- 
straint. Until this rational balancing of 
the books is consummated we have a 
calm feeling that the evidence is not yet 
all in, and this keeps action in suspense. 
But some day we wake to the sense that 
we see the matter rightly, that no new 
light will be thrown on it by further 
delay, and that it had better be settled 
now. 

“In this easy transition from doubt to 
assurance we seem to ourselves almost 
passive; the ‘reasons’ which decide us 
appearing to flow in from the nature of 
things, and to owe nothing to our will. 
We have, however, a perfect sense of 
being free, in that we are devoid of any 
feeling of coercion. The conclusive rea- 
son for the decision in these cases 
usually is the discovery that we can re- 
fer the case to a class upon - which we 
are accustomed to act unhesitatingly in 
B certain stereotyped way. It may be 
said in general that a great part of 
every deliberation consists in the turn- 
Ing over of all the possible modes of 


conceiving the doing or not doing a the 
act in point. 


How Doubt Comes to an End 


“The moment we hit upon a concep- 
tion which lets us apply some principle 
of action which is a fixed and stable part 
of our Ego, our state of doubt is at an 
end. Persons of authority, who have to 
make many decisions in the day, carry 
with them a set of heads of classifica- 
tion, each bearing its volitional conse- 
quence, and under these they seek as far 
as possible to range each new emergency 
as it occurs. It is where the emergency 
belongs to a species without precedent, 
to which consequently no cut and dried 
maxim will apply, that we feel most at 
a loss, and are distressed at the inde- 
terminateness of our task. In action, as 
in reasoning, then the great thing is the 
quest of the right conception. * * * 


“There is a fourth form of decision, 
which often ends deliberation suddenly. 
It comes when, in consequence of some 
outer experience or some inexplicable in- 
ward change, we suddenly pass from the 
easy and careless to the sober and stren- 
uous mood, or possibly the other way. 
The whole scale of values of our motives 
and impulses then undergoes a change 
like that which a change of the observer's 
level produces on a view. The most 
sobering possible agents are objects of 
grief and fear. 

“When one of those affects us, all 
‘light fantastic’ notions lose their motive 
power, all solemn ones find theirs multi- 
plied many fold. The consequence is an 
instant abandonment of the more trivial 
projects with which we have been dally- 
ing, and an instant practical acceptance 
of the more grim and earnest alternative 
which, till then, could not exhort our 
mind’s consent. Ail these ‘changes of 
heart,’ ‘awakening of conscience,’ etc.. 
which make new men of so many of 
us. may be classed under this head. The 
character abruptly rises to another level, 
and deliberation comes to an immediate 
end.’ 


What James Harvey Robinson Says 


James Harvey Robinson, author of 
“The Mind in the Making,” has this to 
say with reference to the importance 
today of greater study of the mind’s 
workings as an aid to civilization: 

“If we are courageously to meet and 
successfully to overcome the dangers 
with which our civilization is threatened 
it is clear that we need more mind than 
ever before. It is also clear that we can 
have infinitely more mind than we al- 
ready have if we but honestly desire it 
and will avail ourselves of resources 
already at hand. Mind, as previously de- 
fined, is our ‘conscious knowledge and 
intelligence, and what we know, and our 
attitude toward it—our disposition to in- 
crease our information, classify it, criti- 
cize it, and apply it’.” 

“It is obvious that in this sense the 
mind is a matter of accumulation and 
that it has been in the making ever since 
man took his first step in civilization. 
And history is beginning to take account 
of the knowledge of a man’s nature and 
origin contributed by the biologist and 
the anthropologist and the newer psy- 
chologists.” 


From a Y. M. C. A. Psychologist 


Burt B. Farnsworth, executive secre- 
tary of the Young Men’s Christian Asso- 
ciation, in his book on “Practical Psy- 

















IN FIVE YEARS— 


The Missouri State Life 
HAS 


—increased its life insurance in force 


$26 1,000,000 


—increased the number of lives in'sured 


105,000 


—increased its assets 


$30,000,000 


—increased its Group insurance in force 


$58,000,000 


—increased its Accident and Health annual 
premium income 


$439,000 


—increased its field organization more than 
100 per cent. 


—increased its Home Office by the addition 
of five stories 





THE COMPANY OF OPPORTUNITIES 





MISSOURI STATE LIFE 
INSURANCE COMPANY 


M. E. SINGLETON, President 
HOME OFFICE, SAINT LOUIS 
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chology,” says with reference to the 
value of psychology as an aid to sales- 
manship : ‘ 

“Eyery man is a salesman. He has 
ability to sell. He may sell himself 
direct to an employer. He may sell his 
goods his ability has produced, but he 
must sell and buy as long as he remains 
a part of any civilized community. Psy- 
chology will help one to discover his 
ability and enable him to market it to 
better advantage. It will help him to in- 
crease his knowledge and to make what 
he has worth more by teaching him to 
use it. The ability to apply a knowledge 
of psychology to the handling of a group 
of men in industry, to organize a selling 
force, to planning an advertising cam- 
paign, to the selection of men for office, 
for factory, or for the road, is an ability 
that the world wants and stands ready to 
pay for as has been demonstrated over 
and over again. 

“Ps,chology helps men to understand 
themselves. Literally hundreds of men 
who have studied the subject in the last 
few years have discovered in themselves 
yalues and abilities they did not know 
existed. The results have been an en- 
larged vision, an increased economic 
value, often a new adjustment or a re- 
adjustment in industry or profession that 
has mieant greater satisfaction in the 
day’s work.” 


George R. Eastman’s Views 


George R. Eastman, author of a book 
on the psychology of salesmanship, says. 


“Why is it‘profitable for the salesman 
to study psychology? Salesmanship is 
an art. Though the salesman performs 


an economic function, the principles of 
his art are psychological. In the act of 
selling the salesman-deals directly with 
mental process. Salesmanship is essen- 
itally applied general, individual, and so- 
cial psychology. 

“Salesmanship is the ability to influ- 
ence the mental processes of a person 
so that he will desire the service, or the 
serviceable thing, offered to him and will 
perform the acts necesssary to secure it. 
The art of selling involves applying to a 
special line of activity the general princi- 
ples which must be applied in any case 
in which one person seeks to influence 
the behavior of another. Argument, sug- 
gestion, action, interest, desire, convic- 
tion and decision are mental processes. 
To clearly understand them one must 
study other mental processes, such as 
habit, memory, association and thinking. 

“Psychology teaches the ‘how’ of the 
mind’s working. It enables the sales- 
man to do, with more. or less certainty 
and assurance, what he would otherwise 
undertake blindly. Experience guided by 
a knowledge of how the mind works and 
by an understanding of the principles of 
salesmanship enables the salesman to 
undertake intelligently the task of start- 
ing with a given content in the mind of 
the customer, and influencing his 
thoughts and feelings in such a way that 
he is ready to close the deal.” 





JOHNSTON & COLLINS MEET 





Four Day Sessicn at Atlantic City Gives 
Agents Flying Start Into October 
Following the impetus of a four day 

convention at Atlantic City, the Jonn- 

ston & Collins Agency of the Travelers 
in New York, has just about ended the 
biggest October in its history.’ Thirty 
agents who had qualified with at least 
$200,000 of business were present, as well 
as QO. F. Girard, agency assistant at the 

New York office and George A. Martin, 

supervisor of special life insurance lines. 

Starting off with a theatre party on the 

night of their arrival, the Johnston & 








Connecticut General News 
Hartford, Conn. 





New. Developments 
In Salary Savings Insurance 


Exemption from medical examination 
now extends down to groups of ten and 


up to age 55. 


Salary Savings System applicable to 
policies of any size; limit of amount 
without examination, $10,000. 


You operate on a wholesale scale. 


Employer makes collections. 
tions are infrequent. 


Cancella- 


Full commissions are paid. These are 
substantial. The distribution of the cost 
throughout the year makes possible the 
sale of larger policies. 


Send for our literature promoting the 
purchase of a series of policies under 
the Salary Savings plan. 











Collins agents went into a business ses- 
sion the tollowing morning. A talk on 
salary allotment insurance was given by 
Mr. Martin, after which Mr. Girard ‘told 
about the attitude of the company 
toward its field force. He touched upon 
the new rates, emphasizing how the 
agents could use them as selling points 
for new business. 

New officers were elected for the J 
& C Club, composed of members of the 
agency, as follows: Louis May, presi- 
dent; Moses Chasanov, honorary vice- 
president; S. Kornreich, vice-president ; 
W. G. T. Shedd, secretary. The club 
was the gvests of the agency yesterday 
at a Drug and Chemical Club dinner. 
- The Johnston & Collins Agency has 
also offered three silver cups for the 
agents paying ior the highest excess over 
their quotas in the three months contest 
now in progress. 





ROYAL UNION MERGER 


The Iowa Insurance Department has 
approved the reinsurance of the busi- 
ness of the National American Life of 
Burlington by the Royal Union Life of 
Des Moines. President A. C. Tucker of 
the latter company says the transaction 
will add seven millions of insurance in 
force to the business of the Royal 
Union, giving it about $142,000,000. The 
National American Life has assets of 
$859,337 and a paid up capital. of $147,- 
150. 


L. G. Hanmer’s “Insurance-Investment 
Trust” Plan 
New York, Oct. 19; 1925 
Editor, The Eastern Underwriter: 

In a recent issue you made reference 
to. my “Insurance-Investment Trust” 
plan, but of particular interest to me 
was your editorial in that issue on the 
subject. 

It appears that in this world “the Lord 
helps those who help themselves,” and 
if the insurance underwriters are to 
capitalize the desire of banks for this 
type of business they will have to take 
an active instead of a passive position 
with respect to insurance trust business. 

The evident impossibility of capitaliz- 
ing other than in good-will the nego- 
tiation of an insurance trust which is 
incidental to insurance will forever act 
as a damper on activity along this line 
by an insurance agent. 

In contrast, however, the certainty of 
profit from the negotiation of an in- 
surance-trust in which the insurance is 
incidental justifies active effort by the 
Insurance agent. 

The force of this difference may not 
at once appeal to the average man, but 
to my way of thinking it is the “meat 
in the cocoanut.” 

’ And whether or not I eventually get 
some of that meat will be the proof of 
the matter. 
L. G. Hanmer, 
Connecticut Mutual Life 


REGIONAL CONVENTIONS 


J. B. Duryea of San Francisco Doubts 
If Split National Association Con- 
vention Will be Effective 


In discussing a suggestion heard at 
Kansas City relative to holding the an- 
nual convention of the National Associ-- 
ation of Life Underwriters in territorial 
or regional divisions, J. B. Duryea, gen- 
eral agent of the Penn Mutual Life, San 
Francisco, said this week to THe East- 
ERN UNDERWRITER: 

“In regard to holding the National 
convention in three separate regions as 
regional conventions there is a good 
deal to say on both sides. The trouble 
with this arrangement is that some of 
the very best underwriters who live in 
the East would go to the Eastern con- 
vention and the Central West and Pacif- 
ic Coast conventions would not have 
the benefit of these great minds, but 
would be more in the nature of local 
conventions. You can readily see that 
there would not be as great interest as 
there is in a national convention where 
the greatest minds in the business are 
in attendance and where the agents 
may meet these men face to face and 
thus get an inspiration that they could 
not get in any other way.” 





Prudential 50th Anniversary 
Observed by Virginia Agency 

The Prudential now has $20,000,000 in- 
vested in bonds and real estate mort- 
gages in Virginia, it was disclosed when 
the Virginia ordinary agency celebrat- 
ed the golden anniversary of the com- 
pany in Richmond last week. The point 
was stressed by E. D. Schumacher, 
president of the Southern Bond and 
Mortgage Company, loan agent for The 
Prudential in that state. Mr. Schu- 
macher was one of the speakers at a 
dinner at the Commonwealth Club given 
by Thomas P. Reynolds, Vitginia man- 
ager of The Prudential. Thomas W. 
Ellett, vice-president of the Southern 
Bond and Mortgage Company, was an- 
other speaker. Mr. Reynolds made an 
inspirational talk which was heard by 
over twenty agents from various parts 
of the state. 

The industrial agency, headed by C. 
M. Rankin, also celebrated the event 
with a dinner. Among the speakers 
were: M. L. Crawford, assistant secre- 
tary of the Life Insurance Company 
of Virginia; Professor L. C. Edinger, 
University of Richmond, and S. Lee 
Sadler. 





SILVER ANNIVERSARY CAMPAIGN 

In celebration of its silver anniver- 
sary, the Atllantic Life inaugurated a 
campaign October 15 for the writing of 
sufficient business between now and the 
close of the year to make the total 
paid business $27,000,000 for 1925. That 
is approximately what it had in force 
ten years ago. So far, a little more 
than $18,000,000 has been paid for this 
year. Total business on its books is 
now approximately $122,000,000. Agents 
throughout the territory of the company 
are reported to be joining heartily in 
the movement to reach the goal fixed 
for 1925. Bulletins will be issued week- 


ly showing standing of the large pro- 
ducers. ; 
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INSURANCE IN CANADA 

Fire.insurance dropped off somewhat 
in Canada last year, the fire premiums 
being $52,000,000 as compared with $54, 
000,000 for the previous year. How- 
ever, there was a gratifying decrease in 
losses, the ratio of losses to premiums 
written in 1924 being 58.80% as com- 
pared with 63.57% in 1923. There were 
_188 companies transacting fire insurance 
in Canada in 1924 as compared with 
182 companies in 1923. Of the 188 com- 
panies, 48 were Canadian; 57 British, 
and 83 of other countries. 

Since the begining of 1925, five new 
companies have been licensed in Can- 
ada, one of them being the British Law 
Insurance Co. The net fire premiums 
of the Canadian companies were $9,000,- 
000; of the British companies $23,000,- 
000, and of the other companies, $19,- 
500,000. The largest amount of pre- 
miums written was in Ontario. 

According to the report of the Super- 
intendent of Insurance of Canada, G. 
D. Finlayson, since 1869 the total fire 
premiums have been $805,000,000; the 
total losses $468,000,000; the loss ratio 
being somewhat over 58%. 

The companies which are not Can- 
adian or British have had the best loss 
ratio, 56.42%. The average rate of pre- 
miums charged on each $1,000 of risks 
taken in 1924 was $10.18 as against $9.99 
for the corresponding rate in 1923. 

The total subscribed capital of Can- 
adian fire insurance companies at the 
end of last year was $24,500,000. The 
excess of assets over liabilities, exclud- 
ing capital stock, was nearly $22,000,000. 

A worldwide business is done by two 
of the Canadian companies. The Brit- 
ish American operates: in Canada, in the 
United States, Mexico, Porto - Rico, 
Honolulu, Batavia, Continent of Europe, 
Japan, Philippines, Java, Egypt, India, 
Burma, Ceylon, China, Hongkong and 
Bermuda. The foreign business of the 
Western Assurance is in the British In- 
dies and the United States except New 
Mexico and Vermont. The company 
has branch offices in London through 


is transacted in Great 
Britain and the British possessions in 
the Far East, Africa, and some points 
on the Continent of Europe and Austra- 
lia. 

There were 155 companies transacting 
casualty insurance in Canada last year, 
of which 35 were Canadian companies. 

For the first time the figures for ex- 
plosion insurance are included in a re- 
port of the Superintendent and they 
show that for nine years the total pre- 
miums ‘n Canada have been $1,195,000 
and the total claims $12,189. 

Another unique feature was that the 
total premiums in forgery insurance for 
1924 were $55,451; the losses incurred 
beitig $1,992, One company did a fraud 
insufance busiiiess with about 50% loss 
ratio. On hail insuratice the total pre- 
miums for fifteen years have been $35,- 
000,000; the total losses $22,311,000. Live 
stock insurance was unprofitable as the 
premiums last year were $71,894; the 
losses incurred, $67,413. 

Plate glass losses last year were $572,- 
000; the losses incurred $200,000. In 
rain insurance almost $50,000 of pre- 
mium: were written and the losses in- 
curred -were $40,000. 

For fourteen years the insurance com- 
panies collected in Canada $844,000 in 
sprinkier insurance with claims of $400,- 
000. Steam boiler insurance was very 
profitable. During a period of seven- 
teen years the companies have collected 
more than $1,000,000 for tornado insur- 
ance with total claims of $668,334. Bur- 
glary insurance in Canada for a period 
of thirty-two years reported $5,102,000 
collected and total claims of $2,362,000. 
In electrical machinery insurance in 1924 
the total premiums were $184,000; losses 
$77,000. The companies have made a 
lot of money on credit insurance in Can- 
ada. 


which business 


For twenty-two years the loss ratio. 


on liability insurance has averaged 
about 50%. The total premiums for ac- 
cident insurance in forty-five years were 
$45,000,000; the total claims $19,000,000. 
Almost a hundred companies transacted 
automobile insurance. Loss ratios here 
ranged around 50%. 





25 POLICIES STOLEN 





Agent of National-Ben Franklin, St. 
Louis, Says No Claims Under Them 
Will Be Paid 


St. Louis insurance men and the pub- 
lic have been warned to watch for 
twenty-five blank fire insurance policies 
which diappeared from the offices of 
Hoffman, Son & Company, Pierce Build- 
ing, St. Louis agents for the National- 
Ben Franklin Fire Insurance Company 
of Pittsburgh, Penn. The policies were 
numbered 1276 to 1300 inclusive and were 
either lost, mislaid or stolen. The po- 
licies have been declared null and void 
and the company has announced that it 
will not pay any claims arising under 
such policies. Persons having knowl- 
edge of the whereabouts of any of the 
policies are requested to communicate 
with Waite Bliven, manager Western 
Department of National-Ben Franklin, 
544 Rush Street, Chicago; R.-L. -Kim- 
berly, State Agent, Dwight Building, 
Kansas City, Mo., or Hoffman, Son & 
Company, Pierce Building, St. Louis. 





ENTERS VIRGINIA 
The Southern Home of South Carolina 
has been licensed in Virginia to write 
fire and kindred lines of business. Prin- 
cipal office in Virginia was not desig- 
nated in papers domesticating the com- 
pany. 














The Human Side of Insurance 








WILLIAM C. ROACH 


William C. Roach, assistant secretary 
of the Aetna (fire), was shot in the face 
last Saturday morning while on a hunt- 
ing trip in upper New York State and 
is now in St. Luke Hospital, Utica, 
N. Y., where his condition is regarded 
as serious. Despite his painful injuries 
Mr. Roach walked seven miles to a 
railroad station after being shot and 
was carried to Utica on a special train. 

kok x 


Douglas L. Gilbert is running the in- 
surance column on the New York 
“Evening Post.” He was formerly on 
the “Wall Street Journal.” 

tk # 


President Arthur F. Hall of the Lin- 
coln National Life Insurance Company, 
Fort Wayne, Indiana, was elected Indi- 
ana governor of the National Aeronautic 
Association recently. Mr. Hall was 
largely responsible for the organization 
of one of the largest aeronautical chap- 
ters of the United States in Fort Wayne. 

* ok ok 


Howard J. Burridge, associate editor 
of the “National Underwriter,” a news- 
paper artist who has a habit of clicking, 
was a visitor in New York this week 
and was shown through the William 
Street purlieus by George A. Watson. 

** * 

Haley Fiske, president of the Metro- 
politan Life, will be one of the patrons 
at a dinner on Armistice Eve, November 
10, to be given in honor of Charles E. 
Hughes, former Secretary of State. This 
is a tribute to Mr. Hughes’ work in the 
cause of international good will, and 
more than one thousand men of note in 
business, banking, the arts and the pro- 
fessions are expected to be present. 

* KOK 

Edward A. Collins of New York has 
been appointed chairman of the Meeting 
of Financial Advertisers, to be held in 
connection with the Direct Mail Adver- 
tising Association Convention at Boston 
on Thursday, October 29. The conven- 
tion will be in session three days, Oc- 
tober 28, 29 and 30. 

Joseph B. Mills, former president of 
the Association and chairman of the 
general program committee assigned the 
task to Mr. Collins, who announces his 
list of speakers as follows: Arthur E. 
Swanson, Vice-President, Guaranty 
Trust Company, Detroit; E. H. Kit- 
trtdge, Hornblower & Weeks. Boston; 
J. N. Higley, Vice-President, First Na- 
tional and Dollar Bank, Youngstown, 
O.; and Paul Hardesty, Vice-President, 
Union Trust Company, Chicago. Mr. 
Collins is president of the Insurance Ad- 
vertising Conference which will be in 
session during the same week, 


O. Rey Rule, of Rule & Sons, Inc, 
Los Angeles, and an important ‘gure 
in the Pacific Finance Corporation, Los 
Angeles, was in New York this month, 
He is a director of the Pacific Mutual. 
Mr. Rule was born in San Franciseo an¢ 
got his education there and at the Har- 
vard Military School, Los Angeles, and 
in the law department at Stanford 
University. On leaving college, Mr. Rule. 
organized Rule & Sons Co., to engage 
in a general insurance business, with 
his late father, Ferd K. Rule, whom he 
has succeeded as president of that com- 
pany. It is now known as Rule & Sons. 
Inc., and is credited with having the 
largest general insurance business west 
of Chicago, which has been builded 
largely by the ability and close personal 
attention of Mr. Rule. Rule & Sons, 
Inc., as one of its branches, developed 
a very large automobile finance busi- 
ness, which was later taken over by the 
Pacific Finance Corporation, in whose 
organization Mr. Rule assisted. This 
latter concern is the largest of its kind 
on the Pacific Coast. Mr. Rule is its 
Vice President and a director. He js 
also Vice President and a director of 
the Grand Central Garage Company 
and the Los Angeles Pressed Brick Com- 
pany, a director and the manager of 
Rule & Sons, Inc., and executive trustee 
of the Harvard Military School. 





ALLOWS REDUCED RATE 





Insurance Department Sanctions Taxi- 
cab Cut of Amalgamated Mutual 
Casualty; Others Can Follow 


James A. Beha, superintendent of in- 
surance, issued a statement this week 
to the effect that he has accepted and 
approved of the taxicab rates filed by 
the Amalgamated Mutual Automobile 
Casualty under the conditions that the 
company will maintain loss reserves as 
specifically required for this class of 
business for a period of three years, 
maintain expense reserves to be used 
for the investigation and adjustment of 
claims, and limit management and other 
expenses within the amounts - available 
after the above reserves have been set 
aside. The mutual will be required to 
limit its writings to 1,200 taxicabs per 
month. 

Other companies writing taxicab risks 
in New York will be allowed to accept 
the same scale of rates provided they 
abide by conditions similar to those im- 
posed upon the Amalgamated Mutual 
Casualty. The rate filed by the mutual 
casualty company was $288 per annum 
for insurance policies to be issued cov- 
ering taxicabs operating in Greater New 
York. This is equivalent to a monthly 
rate of $24 per cab, a reduction of % 
per month per cab below the here‘ofore 
prevailing rate. 





WHITE AND FORSYTH ADVANCED 


W. B. White was this week made 
superintendent of the Bureau of Surveys 
of the New York Board of Fire Under- 
writers. He has been with the Board 
since 1895. J. C. Forsyth was advanced 
to the position of supervising engineer 
of the Bureau of Electricity o/ the 
eer He first joined the board in 





J. W. MURPHY DEAD 

James W. Murphy, vice preside:t and 
general manager of the Buffalo Casual- 
ty and Realty Company, Buffalo, N. 
Y., died in this city last week. He was 
born in Lockport in 187$ and came to 
Buffalo when a young man. He studied 
law and was admitted to the bar in 1902 
Mr. Murphy was a member oi. the 


Saturn, Buffalo Country and Tuscacora 
clubs. 
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4 taken yet. A representative of the asso- ‘f R 
Studebaker President ciation said: 
Committee Chairman “The principal object of the commit- 
: tee, of course, is to investigate the pos- 
sibilities of getting automobile insur- Ages 
TO MEET HERE IN NOVEMBER ance at a lower cost than now pre- ae Bae 
x vails.” 
Hudson, ale la Pi The New York “Evening Post” in Vo.tuve II LE ROY, OHIO No. 3 
anc rysier xecutives so 


Are Members 





Undoubtedly the most interesting sub- 
ject for discussion” when underwriters 
and agents meet nowadays is the ques- 
tion of wholesale automobile insurance, 
and the entire insurance fraternity has 
its eye on the committee appointed by 
representatives of the National Auto- 
mobile Chamber of Commerce. 

The chairman of this committee is 
E. R. Erskine, president of the Stude- 
baker company. Others on the commit- 
tee are R. G. Chapin, Hudson Car Co., 
Detroit; R. E. Olds, of the Reo, Lan- 
sing, Mich.; William E. Metzger, of 
the Federal Motor Car Company, De- 
troit; Wingson P. White, of the White 
Motor Co., Cleveland; A. T. Waterfall, 
of Dodge Bros., Detroit, and B. E. Hut- 
chinson, of the Chrysler Motor Co. 

The secretary of the committee is as- 
sistant manager J. S. Marvin, of the 
National Automobile Chamber of Com- 
merce. 


Committee Gathering Data 


At the offices of the National Auto- 
mobile Chamber of Commerc ‘this week 
it was stated to THE EasteRN UNDER- 
WRITER that the committee will meet in 
November. It was also said that the 
commiteee had gathered g¢onsiderable 
data, hut no definite action had been 


discussing the committee’s: work said this 
week: 

“The committee of the National Auto- 
mobile Chamber of Commerce is study- 
ing automobile underwriting conditions 
with a view towards forming a separate 
underwriting company -to care for the 
insurance of subscribing members.” 
Banks Asked to Study 

Buying 

In the meantime, the subject of in- 
stalment buying, which is an American 
credit development and which is grow- 
ing in this country, is receiving serious 
attention in many quarters. At the con- 
vention of the National Hardware As- 
sociation in session this week at At- 
lantic City, Secretary T. James Fern- 
ley of Philadelphia said in part: 

“Under the instalment plan of buy- 
ing, the public generally is induced to 
purchase far beyond the power to 
liquidate, and at prices necessarily 
much higher than those regularly pre- 
vailing. This system has taught: the 
nation to be spenders instead of savers.” 

It was announced that the associa- 
tion will ask the Federal Reserve bank- 
ing system to investigate the entire sub- 
ject of instalment buying, because of 
fear that “when the plan collapses, the 
finance companies will find themselves 
burdened with an immense amount of 
partially used commadities,” 


Instalment 











Insurance on Dodge Bros. Cars 
Sold on Partial Payment 


Arrangements have been made by Dodge 
Brothers, famous manufacturers of motor 
cars, to finance their retail sales of auto- 
mobiles through the Commercial Invest- 
ment Trust of New York, of which Henry 
Ittelson is the president. 

Buyers of Dodge Brothers cars on the 
partial payment plan will not be forced 
to finance their purchases through the 
Commercial Investment Trust nor to use 
its insurange plan. 

On all cars sold hy Dodge Brothers 
on the partial payment plan, and financed 
through =the Commercial Investment 
Trust, insurance will be placed by the 
Commercial Investment Trust under its 
regular insurance plan. 

There is nothing compulsory in. this 
plan. Policies and/or certificates are sub- 
ject to the usual terms of cancellation and 
return premium, 

The Interstate Automobile Underwriters 
Agency, with offices at 135 . William 
Street, New York, with adjusting branches 





throughout the United States, writes the 
insurance on automobiles sold on the par- 
tial payment plan and financed by the 
Commercial Investment Trust. 

Marsh & McLennan acted as the brokers 
in the negotiations. 

Dudley Cates of Marsh & McLennon, 
who has been here in connection with the 
plan, returned to Chicago this week. 


AUTO CONFERENCE TO MEET 

The annual meeting of the National 
Automobile Underwriters Conference 
will be held in New York City next 
Thursday, October 29, at which time the 
wholesale automobile schemes of the 
Chrysler and Dodge Companies will 
probably come under full discussion. 
Fred €. White, viee-president of the 
Hartford and chairman of the governing 
committee of the conference, will prob- 
ably be the next president, succeeding 
Frederick B. Kellam of Royal, who ‘has 
now served two terms. - 











National Ass’n Committee 
On Wholesale Covers Meets 


Thomas C. Moffatt, of Newark; F. L. 
Gardner of Poughkeepsie, and R. P. 
De Van of Charleston, W. Va., members 
of the National Association of Insurance 
Agents’ committee to investigate whole- 
sale insurance schemes such as the 
Chrysler and Dodge automobile plans 
and the off-share marine covers, met 
late last week and this week in New 
York. This committee will report its 
findings to the National Association ex- 
ecutive committee when it has complet- 
ed its investigation. Mr. Moffatt has 
jst retired as president of the National 
Association and Mr. Gardner is chair- 
man of the executive committee. 





Established 1879 


The Tokio Marine €& Fire Ins. Co., Ltd. 








Editorial 


Fire Prevention Week, October 4 to 1), 
offers a wonderful opportunity for those in 
the fire insurance business to further the 
movement of conservation,—conservation 
of life and of property. 


Every day forty lives are lost by fire. 
Every day property valued at $1,400,000 is 
destroyed. Every day misery and suffer- 
ing are brought to scores of homes by fire. 


The Ohio Farmers Insurance Company 
believes thorougiilv ia fire prevention. It 
believes that the people of the United 
States would be infinitely better off if a 
part, at least, of the fire waste were con- 
verted into useful production. 


It believes that business would be better 
were not hundreds of acres of forests, 
scores of schools and hospitals, and thous- 
ands of mercantile buildings and dwellings 
destroyed each year. 


For years the Ohio Farmers has supplied 
its agents with fire prevention literature. 
This Company is continuing to do so, nct 
only during Fire Prevention Week, but 
throughout the entire year. 








Gas Explosion Insurance 


Many fires start as a result of the ex- 
piosion of gas, naturalor artificial. Adding 
this coverage to your clients’ fire policies 
costs very little but adds greatly to the 
protection you sell. 





Smokers are accustomed to thinking it 
is bad luck to take three lights off the 
same match. Good luck will follow, how- 
ever, if the match is safely out and 
broken in two before it is thrown away. 





Do you believe in signs? If you smell 
gasoline and look for it with a lighted 
match, it is probable that you are about 
to start on a long journey. 





If it is true that “A penny saved is a 
penny earned,” millions of dollars can be 
earned by preventing fires every day in 
the year. 


Silas Chapman, jr. 


The Ohio Farmers Family feels deeply 
its loss in the death of Silas Chapman, Jr., 
of Hartford, who died September tenth. 








ANGLICAN CHURCH COVERS 





Church Committee in Canada Now Con- 
sidering Its Own Fire Insurance; 
Rates Too High 
The question of the fire insurance on 
Anglican churches and church properties 
which has been under discussion for 
many months now and which has been 
given such vide publicity is as yet un- 
decided. The latest development is that 
at a meeting of the executive of the 
General Synod, held in Ottawa late last 
month, the whole matter was referred 
to a committee who will go into the 
question and report at the next meeting 
of the General Synod. It is therefore 


improbable that any further Dominion- 
wide action will be taken this year. 

Subsequently in the Province of On- 
tario an arrangement has been entered 
into with the Northwestern Mutual Fire 
Association. 

During the past year the matter has 
been widely discussed in the various 
dieceses in Canada, it being contended 














J. A. KELSEY, General Agent 


United States Fire Branch: 45 John Street, New York 


GEORGE Z. DAY, Ass’t General Agent 





ASSETS Re en ook ae 
PREMIUM RESERVE . 
OTHER LIABILITIES .. 
NET SURPLUS. . . 








U. S.—Statement June 30, 1925 


$7,055,036.89 
1,687,493.68 
708,969.99 
4,658,573.22 














by some that rates for insurance on 
Church of England properties are too 
high and that the insurance, companies 
are making a lot of money on church 
insurance. In Ontario, application was 
made to the Provincial Government for 
a charter authorizing the church to write 
fire insurance on church property in 
the Province. The matter was debated 
in the Legislature and the charter was 
refused. 





F. R. CRUIKSHANK RETIRES 


Because of poor health Frederick R. 
Cruikshank has sold out his entire stock 
holdings in F. R. Cruikshank & Co. to 
Harry W. Barley, who has been sec- 
retary of the company for the last 
eighteen years. The company has spe- 
cialized in installing automatic sprink- 
lers in factories under the savings in 
insurance plan and contracted with hun- 
dreds of factories throughout the coun- 
try. Under the change Mr. Barley be- 
comes president; Hewitt S. West has 
been elected vice-president, and E. J. 
Bonaventure secretary. 





SUIT STARTED IN GREECE 


_ A suit against local agents of Amer- 
ican fire insurance companies for the 
recovery of $300,000 representing the 
loss in the burning of the American 
Near East Relief warehouse at Piraeus 
last July has been filed at Athens, 
Greece. The relief organization charges 
that failure to pay the insurance is 
holding up orphanage and relief work, 





causing much suffering among ref- 
ugees. 
MASS. AGENTS’ MEETING 


The annual meeting of the Maséa- 
chusetts Association of Insurance 
Agents will be held on Friday, October 
30, at the Boston City Club in Boston. 
There will he an afternoon business 
session and a dinner at night. 
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DEFINES AGENT’S LIABILITY 





Partners Held Liable For Judgment by 
Default in Suit Brought By Hart- 
ford in Georgia 


The liability of a fire insurance agent 
was recently defined by the court of ap- 
peals of Georgia, which will be of in- 
terest to agents and companies. The 
Hartford Fire brought suit against 
Render. & Hammett, its agents at La- 
Grange, Ga., for damages in the amount 
it was compelled to pay under a judg- 
ment in a garnishment suit which went 
by default. Service in that suit was 
made on Render of the agency firm, and 
the Hartford Fire alleged that he failed 
to notify it of the suit, through which 
failure the company had no legal notice 
of the suit, which went against it by 


default. 
Render & Hammett, in demurring, al- 
leged various reasons, among them, 


Render claiming that the service was de- 
fective, and Hammett that the service 
was not made on him, and that the 
failure to notify the company was not 
his and he should not be held liable. The 
court held that it was the agent’s duty 
to exercise due diligence and notify his 
principal, the company, and in default 
thereof he was liable for such damage as 
the principal might sustain. Where such 
agency is a partnership, service may be 
made on one of the partners, which is 
service on the principal. The court, in 
rendering its decision says: 

“The present action is to hold the 
partnership liable for the default. If in 
the action there had been service, or 
the equivalent, only upon Render, any 
judgment that the plaintiff might recover 
could only affect Render and the partner- 
ship. But each member of a partnership 
is a surety for the other as to acts within 
the legitimate business of the partner- 
ship, and there is no suggestion that 
Hammett was not served in the present 
case. In fact, his appearance by a gen- 


eral demurrer waived service, and, if the 
allegations of the petition be true, the 
plaintiff is entitled to a judgment, not 
only against the joint copartnership 
property, but also against the individual 
property, real and personal, of each 
member of the partnership.” 





Insure Against Kaiser’s 
Return to Throne In Berlin 


There has lately been a revival in the 
London market of the demand for in- 
surances to cover the “risk” of the re- 
turn of ex-Kaiser Wilhelm to the 
throne of Germany, which was noted 
a year ago. The policies provide for the 
payment of a total loss should the ex- 
Kaiser reassume power in Germany dur- 
ing November, 1925, in accordance with 
the forecast of a clairvoyant in the 
United States, whence the orders for 
the insurances are belived to have been 
sent. The latest policy written is known 
to be for some thousands of pounds and 
was written at a premium of #£15-15s. 
($78.00) per cent. 





Central Fire to Increase 
Capital; Meeting October 29 


A special meeting of the stockholders 
of the Central Fire of Baltimore has 
been called for October 29 to take ac- 
tion on the proposal to amend the char- 
ter of the company and to increase the 
authorized amount of its stock and to 
authorize the sale of the additional 
stock. The Central Fire was organized 
in 1865 and now has a capital of $500,000 
and a net surplus of nearly $1,600,000. 





REVOKES EXPORT’S LICENSE 


Insurance Commissioner John E. Sul- 
livan has revoked the New Hampshire li- 
cense of the Export Insurance Company 
of New York, effective October 1 be- 
cause of alleged violation of state laws. 








O. J. PRIOR, President 








INCORPORATED 1868 


Standard Fire Insurance Co. 


OF NEW JERSEY 
TRENTON, N. J. 


W. M. CROZER, Secretary 











BIG GAME RAIN INSURANCE 





S. Welch Office, New Haven, 
Covers Sale of Programs For Big 
Football Events in East 


Lewis 





The office of Lewis S. Welch, New 
Haven, has placed through the Security 
Insurance Co. rain insurance in behalf 
of the Yale University Athletic Asso- 
ciation, covering the sale of programs 
at the Pennsylvania, Army and Prince- 
ton games. The sale of programs rather 
than gate receipts is insured because 
tickets for these games are sold in ad- 
vance, and the games, of course, are 
played rain or shine. But very few 
programs would be sold in the event of 
rain. The policies provide against one- 
tenth of an inch rain fall during the 
specified three-hour period. 





WATERBURY BOARD FORMED 


The Waterbury, Conn., Board of Fire 
Underwriters has organized with the fol- 
lowing officers: president, Frederick L. 
Nuhn; vice-president, Charles Rosen- 
garten; secretary and treasurer, S. W. 
Chapman. O. W. Howland of the New 
England Board and Clarence T. Hub- 
bard and T. Z. Franklin of Hartford, 
were the speakers. 


TO INCREASE CAPITAL 
Directors of the Homestead Fire of 
Baltimore have authorized an increase 
in the outstanding capital stock of the 


company from 12,500 shares to 25,000 
shares, of par value $10 each. Stock. 
holders of the company as of October 
27, 1925, are given the right to subscribe 


for the new stock, share for share, at 
$20 per share, of which $10 per share 
will be applied to the surplus of the 
company. Payments for the new stock 
are due in two instalments of $10. per 
share each as of November 17 and De- 
cember 15, 1925, respectively. Assign- 
able warrants to subscribe will be issued 
to stockholders entitled thereto as soon 
as practicable after November 3, 1925, 
The capital increase is for the purpose 
of extending the scope of the Home- 
stead Fire, which, together with the 
Carolina and Harmonia Fire became a 
part of the “Home Group” of fire in- 
surance companies in 1924. 





FIFTY YEARS AN AGENT 


Frank A. Ferguson, of Saginaw, Mich, 
is completing a half century of se rvice 
with. the Pennsylvania Fire as _ local 
agent and has been an agent of the 
North British & Mercantile for forty- 
seven years. He visited the home office 
of the North British group last week as 
guest of the companies. 





LOYAL TO FRIENDS, AND TO LOYAL AGENTS, LOYAL 





Neal Bassett, President 

John Kay, Vice-Pres, and Treas. 

Waite Bliven, Vice-Pres. and West. Mgr. 
A. H. er, Secretary 

Wells T. Bassett, Secretar y 


FIREMEN’S 


INSURANCE CO. 
of Newark, N. J. 


Organized 1855 
Statement January 1, 1925 


ASSETS AND LIABILITIES 


Capital .......$3,000,000.00 


Reserve Reinsur- 
ance Fund and 
Reserve for all 
other liabilities.. 


Net Surplus. 


Assets .......$15,123,531.91 


Policyholders’ Surplus 
$6,586,660.11 


8,536,871.80 
... 3,586,660.11 





Henry M. Gratz, President 

Neal Bassett, Vice-Pres. 

Joha Kay, Vice-Pres. and Treas. 
Waite Bliven, Vice-Pres. and West. Mgr. 
Davis G. Vaug Secretary 

A. H. Hassinger, tary 

Wel't<c T. Bassett, Secretar> 


GirardF.«M. 


INSURANCE CO. 
of Philadelphia 
Organized 1853 
Statement January 1, 1925 
ASSETS AND LIABILITIES 
Capital .......$1,000,000.00 


Reserve Reinsur- 
ance Fund and 
Reserve for all 
other liabilities. . 3,213,098.14 


Net Surplus.... 1,260,934.06 


Policyholders’ Surplus 
$2,260,934.06 








Neal Bassett, President 

John Kay, Vice-Pres. and Treas. 
Waite Bliven, Vice-Pres. and West. Mgr. 
rag A. Snyder, Secretary 


Wells T. edn Teaveee 


MECHANICS 


INSURANCE CO. 
of Philadelphia 
Organized 1854 

Statemert January 1, 1925 


ASSETS AND LIABILITIES 
Capital .......$ 600,000.00 


Reserve Reinsur- 
ance Fund ae 
Reserve for all 


* allother liabilities  2,575,127.95 
Net Surplus.... 1,000,362.98 


Assets .$4,175,490.93 
Policyholders’ Surplus 
$1,600,362.98 


eeeteeee 














H. M. Schmitt, President 

Neal Bassett, Vice-Pres. 

John Kay, Vice-Pres. and Treas. 
Waite Bliven, Vice-Pres. and West. Mgr. 
Pee A. Hathaway, 


Wells ie TT Bene F mona 


National 
Ben Franklin 


FIRE INSURANCE CO. 
of Pittsburgh, Pa. 
Organized 1866 
Statement January 1, 1925 
ASSETS AND LIABILITIES 
Capital .......$1,000,000.00 


Reserve Reinsur- 
ance Fund and 
Reserve for all 
other liabilities. . 


Net Surplus.... 





3,751,385.75 
501,427.56 


Assets ........$5,252,813.31 


Policyholders’ Surplus 
$1,501,427.56 








LOYAL TO FRIENDS, AND TO LOYAL AGENTS, LOYAL 
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Insurance in Brazil 








Few people realize that Brazil, or 
more correctly, the United States 
of Brazil, has an area greater than the 
United States without Alaska. The 
population, however, of the Republic is 
only thirty million, of which more than 
two thirds are scattered up and down 
the towns bordering on the Atlantic. 

Two thirds of the country, i. e. the 


norther:: portion, is of a tropical or sub- 
tropical nature, and large quantities of 
tropical produce, such as coffee, rubber, 
quinine, sugar, tobacco, cotton, etc., are 


produced. Most of the mineral resources 
of the country are centered around the 
state of _ Mimas Geraes. 

In one respect Brazil very much re- 
sembles the United States, inasmuch as 
there ere twenty separate and largely 
autonomous states, and one Federal dis- 
trict. ach state has its own laws and 
formalities to be complied with and this, 
together with the big distances to be 
covered and the lack of a developed sys- 
tem of communication, makes it very 
dificult to conduct insurance business. 

For foreign company wishing to 
transact business in Brazil, there are a 
considerable number of legal require- 
ments to be fulfilled, the first step being 
to secure authority from the Minister 
of Finance through the Inspectorate of 
Insurance. This involves the prepara- 
tion of numerous documents, one of 
which must state the exact amount of 
capital it is prepared to set aside to do 
insurance business in Brazil. A further 
provision calls for the deposit of forty 
per cent of a company’s local reserve, 
to be invested in Brazilian Government 
Bonds. 

If the petition to do business in. Brazil 
is granted, the next step is to deposit 
a sum of Reis 200,000 with the govern- 
ment treasury. This deposit may be 
made either in cash or in treasury bonds, 
and covers all kinds of land, fire and 
marine insurance. A further Reis 200,- 
000 is required to cover operations in 
life insurance. All these preliminaries 
take a considerable time as the govern- 
ment officials are particular as to the 
manner in which the documents must 
be prepared, especially if you inadvert- 
ently happen to get on the wrong side 
of them. 


Another Obstacle 


Assuming that one has got over all 
the preliminary difficulties touched upon 
above and is permitted to do business, 
one speedily comes up against the next 
obstacle in the shape of Law 1144 of 
December 30, 1903. By this law an 
Insurance Company, operating in land, 
fire or marine insurance, may only ac- 
cept risks up to forty per cent of its 
capital actually paid up, for each sep- 
arate tisk. This means that should a 
company fix a limit of say, $40,000 for 
a separate risk on any kind of fire, 
land or marine insurance, it must have 
in the company a capital of at least 
$100,000 paid up constituted only by 
Brazilian securities, such as real estate, 
Treasury bonds, etc. As can be 
imagined readily, this is a very severe 
handicap, especially as there are estab- 
lished in the country five foreign com- 
panies who were operating prior to the 
law of 1903, and té whom its provisions 
do not apply. A great deal of effort, 
of some time past, has been made on 
the part of those companies who are 
not so iortunate as the five referred to, 
to have this privilege rescinded and 








negotiations are even now going on to 
this end. : : 
The whole question of insurance leg- 


islation in Brazil is at present under — 


review by the government and they 
threaten not only to do away with the 
special privileges above referred to, but 
also to reduce the legal limit for the 
operations of each company from 40 
to 20 per cent of its paid up capital, 
which would make it more difficult than 
ever to carry on. 

In addition, they also contemplate re- 
fusing to allow reinsurances abroad, and 
to make foreign agencies working there 
conduct their reinsurances locally. In 
other words, foreign companies would 
be reqiured to accept, for account of 
their head offices, their net retention 
only. This net retention, by the way, 
was also stipulated by the government 
and all excesses over this limit of the 
company have to be reinsured locally, 
to which the government claimed the 
right to examine all books and doc- 
uments. The government also demand- 
ed that such company should immediate- 
ly submit a net tariff rate for all risks 
in Brazil. Needless to say, this inter- 
ference with their legitimate business 
has been warmly resisted by all com- 
panies and is still the subject of frequent 
conferences between the companies and 
the government representatives. 


Reserves on Outstanding Losses 

A further regulation insists on a re- 
serve for outstanding losses and to the 
principle of this most companies are 
willing to agree, although, generally 
speaking, most Brazilian native com- 
panies do not make any such reserve. 
Where; however, the tariff companies 
fall apart with the government, is when 
it insists on them reserving the whole 
of the amount claimed by the insured. 
The effect of this would be that in the 
case of a fraudulent claim contested by 
the company and say, eight-ninths re- 
insured, if the company were successful 
in its defense, they could claim nothing 
except trifling expenses, whilst, if it 
lost, then it would only pay one-ninth 
of the amount claimed and not neces- 
sarily so much. According to the new 
regulations, the reserve for unexpired 
risks is fixed at 50 per cent of the net 
premium income collected during the 
year for fire business and 50 per cent 
of the last three months’ premium in 
the case of marine and transit business. 

Generally speaking, Brazilian legal in- 
surance conditions are very unsettled 
and the situation has given those Com- 
panies working there much food for 
thought. : 

There is no national association for 
the regulation of rates in Brazil. There 
are, however, two local associations, one 
in Rio de Janeiro and the other in San 
Paulo, which were established for the 
purpose of administering certain tariffs 
laid down by the Fire Offices Commit- 
tee (London), which tariffs have also 
been adopted by the majority of the un- 
affiliated native companies. ‘ 


Sixty Native Companies 

There are over sixty native com- 
panies in Brazil, but a large proportion 
of them are nothing but a name and it 
is difficult to understand how they con- 
trive to exist from year to year. 
Insurance business in Brazil is conducted 
along fairly normal lines, but there are 
certain differences which ought to be 
noted. For instance, it is not permissible, 
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Cash Capital ......... 
Net Surplus ...... 


Agents 
Where Not 


T. L. FARQUHAR, President Cc. E. 





NEWARK 


FIRE INSURANCE COMPANY 
Newark, N. J. 


Incorporated 1811 


A company with an unblemished and continuous 
record of over a century. 
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Total Surplus to Policyholders....... 
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.. + -§$2,241,179.73 


Wanted 
Represented 


TITSWORTH, Vice-President and Treasurer 














to grant any long term policies at a less 
premium than the full multiple of the 
annual rate. The issue of open policies 
with periodical declaration. of the 
amount at risk is also strictly prohibited 
except on Customs Warehouses. In 
connection with the latter, the companies 
in Rio have formed a small local tariff 
to deal with the warehouses of the Port 
and this tariff is followed by all com- 
panies without exception. A permanent 
board tends to keeping the tariff 
up to date and also inspects and rates 
any new warehouses which may be built. 

Most of the fire insurance business 
centers around the big towns, such as 
Rio, San Paulo, Santos, Porto Alegre, 
Bahia, etc., the first two mentioned, of 
course, standing out beyond the others. 

From a ire underwriting point of 
view, Brazil would, at first glance, ap- 
pear to afford an excellent field for 
operation; this not only because of its 
present importance and future poten- 
tiality, but also because of the fine ap- 
pearance of its principal cities. Exami- 
nation of detailed reports on the chief 
commerical centers reveal good features, 
such as massive construction, wide and 
well-kept streets, little or no conflaga- 
ration hazard (except in Bahia), excel- 
lent fire brigades and watter supplies 
(again except for Bahia, which has ap- 
parently none). In addition there is a 
general. air of prosperity about which 
augurs well for moral hazard. In fact, 
everything which would tend to confirm 
one’s good impression of the country, 
and yet, in spite of all this, the results 
of the offices operating in Brazil have 
been anything but satisfactory, general- 
ly speaking. Many causes have con- 
tributed to this defect. Firstly, exceed- 
ingly frequent heavy losses on first class 
risks .due to various causes, such as 
doubtful fires, failure of water supply, 
badly regulated or indiscriminate storage 
in waréhouses generally, but especially 
in the public warehouses. Secondly, the 
tariff is. too general and too loose. There 
is no tariff-at all for many important 
industrial risks, thus causing much rate 
cutting, heavy discounts and indiscrim- 
Thirdly, competition 
from local companies. Fourthly, the 
consistently bad results shown by a num- 


ber of important centers in spite of all 
precautions taken. 

Add to the above the onerous restric- 
tions under which companies have to 
work and it is easily apparent that 
touching insurance business in Brazil is 
no easy task. The country itself is so 
immense and so diverse in climate, 
habits and population that it is very 
dificult to give a comprehensive idea 
of the dominating insurance features in 
the space of a few words. Away in the 
north, the Republic is bounded by the 
tropical Amazon valley, in the center the 
country is sub-tropical, whilst the south- 
ern portion is in a temperate zone. Each 
of these areas has its own peculiar topo- 
graphy and climate, its own, local in- 
dustries and characteristics. At the 
present time a report on insurance con- 
ditions in Brazil largely resolves itself 
into a series of reports on the principal 
towns, but it will be a very different task 
in the course of, say, another hundred 
years, when the country has become 
more developed. 





METHODIST DELEGATE 

James T. Catlin, Sr., well known local 
agent of Danville and father of James 
T. Catlin, Jr., former president of the 
Virginia Association of Insurance Agents 
and a familiar figure at national conven- 
tions, was elected a lay delegate to the 
general convention -of the Southern 
Methodist Church last week. The honor 
was conferred on him at the annual 
meeting of the Virginia Conference 
which he attended as a delegate from 
his home city. 





ACCOUNTANTS MEET 


The Insurance Accountants’ Associa- 
tion held its first fall meeting on, Tues- 
day at the New York Board of Fire 
Underwriters, when Thomas F. Tarbell 
of the Aetna Life group spoke. 





DISTINGUISHED VISITORS 


R. Y. Sketch, general manager, and 
H. E. Southam, accident manager, of 
the Phoenix Insurance of London, are 
in New York this week. 





GUARDIAN LIFE 





Estallished 1860 Under the Laws of the State of New York 





Tel. RECtor 5112 








INSURANCE CO. =: 





HOME OFFICE, 50 UNION SQUARE, NEW YORK CITY 





25 Church St., New York 
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Get Ready for Cold Weather 


Fall nights are getting cool. The coal strike con- 


tinues. Winter is in the offing. Freeze-ups are immi- 


nent. There are stores, factories and mercantile houses 
in your town, some of them are sprinklered, all of them 


have heating plants and plumbing. When Jack Frost 


starts congealing the water in some of that plumbing 


as their local 
Water 
This is the season when the need 
Make the most 


the owners will be mighty glad that you, 
told them 
Damage 


agent, about Sprinkler Leakage or 
Insurance. 


for these forms of insurance 1s apparent. 


of it by putting extra effort into securing new lines of 


Sprinkler, Leakage or Water Damage Insurance. 


As we have said before—a policy in The Home of New 
York provides the protection of America’s Largest and 
Strongest Fire Insurance Company. 


‘Che HOME ifany NEW YORK 


Elbridge G. Snow, President 


CASH CAPITAL $18,000,000 
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Advertising Men 
Complete Program 


FOR CONVENTION AT BOSTON 


President Crocker of John, Hancock, 
C. K. Woodbridge, Head of Ad 
Clubs of World, Among Speakers 


A preliminary program of the autumn 
conference in Boston on October 26 
and 27 of the Insurance Advertising 
Conference has been sent out by W. 
Warren Ellis, head of the sales promo- 
tion department of the Commercial 
Union Fleet, who is chairman of the 
program committee. The convention 
will be held in the new home of the 
John Hancock Mutual Life and the 
Hotel Brunswick, general sessions Mon- 
day morning and Tuesday afternoon be- 
ing held in the company’s auditorium 
and group sessions Monday afternoon 
and Tuesday morning at the hotel. 

President Walton L. Crocker of the 
John Hancock Mutual Life has been in- 
vited to deliver the address of welcome. 
C. King Woodbridge, president of the 
Associated Advertising Clubs of the 
World, will be the luncheon speaker on 
Tuesday and will announce the winner 
of the Holcombe Trophy Competition. 
Mr. Woodbridge is chaiman of the Jury 
of Award which will examine the exhib- 
its submitted. About a dozen of the 
most representative insurance com- 
panies have already forwarded displays 
to the National Surety Company’s home 
office, where Mr. Woodbridge and _ his 
associates will determine what company 
produced the most outstanding and re 
sultful piece or campaign of advertising 
material during the past 18 months. Mr. 
Woodbridge’s associates are G. Lynn 
Sumner, until a few days ago president 
of the Association of National Advertis- 
ers, and Dr. Daniel Starch of Harvard 
University. 

Governor Fuller to Speak 


Insurance Advertising men will join 
with members of the Advertising Club 
of Boston in the Tuesday luncheon at 
the Twentieth Century Club. The latter 
organization was desirous of hearing 
President Woodbridge and has invited 
Governor luller of Massachusetts to 
speak also. To permit President Wood- 
bridge and Governor Fuller to appear 
on the same program, the Conference 
has arranged for a joint meeting and will 
therefore hear Governor Fuller as well. 

Since the Conference is composed of 
advertising and publicity men of life, 
fire and casualty and surety companies, 
the program committee has again pro 
vided for group sessions which permit 
intimate discussions of pertinent prob- 
lems. Clifford Elvins, advertising man- 
ager, Imperial Life of Toronto, Canada, 
will be chairman of the life group. 
Horace V. Chapman, advertising man- 
ager, Ohio Farmers, will control the 
sessions of the fire group. The casualty 
and surety group meetings will be hand- 
dled by Clark J. Fitzpatrick, assistant sec- 
retary, United States Fidelity and Guar- 
anty. The program provides for meet- 
Ings of members from the insurance 
trade press on Monday afternoon and 
luesday morning. 

Assisting Mr. Ellis with the details 
of assembling the program are: Henry 
H. Putnam, John Hancock, Boston; Dr. 
Willis H. Hazard, New England Mutual, 
Boston; Al G. Spaulding, Hartford Ac- 
cident and Indemnity, Hartford; Arthur 
Neugebauer, Globe Indemnity, Newark; 
1), J. Buckingham, Springfield Fire and 
Marine, Springfield; Roosevelt L. Clark, 
\merica Fore, New York, and Miss 
Alice IK. Roche, Louis F. Paret Agency, 
Camden, N. J . 
B Ray C. Dreher, advertising manager, 
soston Insurance Company, is chairman 
of the Exhibit Commiittee. His associ- 
ates include C. S. Crummett, American 
Mutual Liability, Boston; Kenilworth 
H. Mathews, Connecticut Mutual, Hart- 
foo A. Morse, of Moorg and 
: s Agency, Boston, and Charles E. 








Where to 
Find Prospects . 





In just one large, modern office 
building there is enough good 
insurance business to utilize the 
entire service and occupy all the 
time of even the busiest insurance 
agency. 

Many firms situated in office 
buildings represent large and im- 
portant interests: Factories, lab- 
oratories, stores, shops, and 
innumerable other classes of 
trade and commerce that render 
countless kinds of service to the 
vast public. 

These firms have certain prob- 
lems, many of which modern 
Insurance Service can frequently 
solve through an_ Insurance 
Company’s Organization and by 
the sound protection of proper 
policies. 


Norwich Union Policies and Service have 
World-Wide Reputation 


NORWICH UNION 


FIRE INSURANCE SOCIETY, LTD. 
75 Maiden Lane, New York 


Hart Darlington, Manager J. F. Van Riper, Branch Secretary 


EAGLE FIRE COMPANY 


ot New York 
Incorporated 1806 


Hart Darlington, President J. F. Van Riper, Secretary 
75 Maiden Lane, New York 


The Oldest New York Insurance Company 


NORWICH UNION 


INDEMNITY COMPANY 
75 Maiden Lane, New York 


W. G. Falconer, President H. P. Jackson, Vice-President 


The Agent Who Seeks to Give Service 
Must Himself be Well Served 


COMPANIES 








————— 


Belcher. of the Standard, Boston. Henry 
H. Putman is chairman of the Reception 
Committee which consists of all Boston 
members of the Conference. 


Fundamentals Main Theme 


Chairman Ellis has furnished a _ ten 
tative outline of the general sessions 
programs, but definite details will be 
forthcoming next week. His general 
theme is “Let's Get Down to Funda- 
mentals.” Sub-divisions under _ this 
general theme include “Tie-up of Adver 
tising and Salesmanship Effort,” “New 
Vision of Our Opportunities” and “Bet- 
ter Understanding of Field Problems.” 

Ralph FE. Morrow, manager, Rough 
Notes Publishing Company,  Indiana- 
polis, who has talked personally about 
insurance advertising with agents 
throughout the country, will present his 
conception of how insurance advertising 
is and is not meeting agents’ needs. 
His topic will be “Selling Material that 
Helps Sell.” 

Walter C. Hill, vice-president, Retail 
Credit Company, Atlanta, Ga., will dis 
cuss “Moral Hazard in the Insurance 
Business.” Mr. Hill has been asked to 
develop some guiding thoughts under the 
caption “Are We Advertising for 
Losses?” 

An interesting question brought forth 
repeatedly since several insurance com- 
panies have undertaken national adver- 
tising campaigns is: “What Is the Pub 
lic’s Reaction to Insurance Advertis- 
ings” G. C. Parlin of the Curtis Pub 
lishing Company, Philadelphia, has re 
cently completed a survey of insurance 
advertising in national media. He will 
discuss the question with the results of 
the survey as a background. 

John HowieWright, editor of “Post- 
age,’ and Homer J. Buckley of Chicago, 
both of whom addressed the Conference 
at Pittsburgh, have been requested to 
speak briefly at the Boston session. In 
vitations to both men came as the re 
sult of several requests from members 
of the Conference. Messrs. Wright and 
Buckley will be at Boston during con 
vention week attending sessions of the 
Direct Mail Advertising Association. R. 
Kk. Pratt, Travelers’ Health Association, 
Omaha, Neb., will present the results 
of tests made of metered mail. 


Views 


Grover I. Miller, Miller Brothers 
\geney, Racine, Wisconsin, will travel 
all the way to Boston to tell the insur 
ance advertising men “How the Com 
pany Can Help the Local Agent Through 
Its Advertising Department.” Harry R. 
Messinger of Everett, Mass., will pre 
sent his views, from a fire agent's stand 
point, how the advertising department 
of a fire insurance company can be of 
material assistance to him. Other agents 
will present their views on life, casual 
ty and surety. 

An interesting discussion on direct 
mail opportunities will be presented by 
Leon A. Soper, sales promotion man- 
ager, Phoenix Mutual Life, Hartford, 
and Miss Alice E. Roche, Louis F. Paret 
Agency, Camden, N. J. A symuosium 
of ideas developed from group sessions 
will be presented at the Tuesday after 
noon meeting by the several group chair- 
men. 


HONOR ARNOLD RIPPE 


Arnold Rippe, a well known insurance 
agent of Jersey City, has been elected 
governor of the New Jersey District, 
Kiwanis International, at the eighth an 
nual convention held at Asbury Park 


- last week. Mr. Rippe is a former pres 


ident of the New Jersey local agent’s as- 
sociation. 


DEFENDS CHRYSLER PLAN 
The Chrysler Motor Company of De- 
troit has given out a statement reiterat- 
img its position that Chrysler dealers in 
selling cars insured in the Palmetto are 
not selling insurance. 
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FIGHTY YEARS 
OF ACHIEVEMENT 


1846-1926 


The progress and achievement during the last fourscore years of our most 
prominent cities is typical of the progress and achievement, duri ing a like period, of 
The American of Newark. Their stability and permanence is founded on the 


assurance of this and similar companies that, tf damaged, they will be repaired, 
and, if destroyed, rebuilt. 


NEW YORK CITY 


In 1846 the population of our Country’s Metropolis was about 400,000, and 
the present theatrical center was then occupied by the country estates of its 
leading business men. The only steam railroad in New York was the New 
York and Harlem Railroad running from 26th Street to 126th Street. 


Today its population is over six millions and its area 314 square miles. 
It is the world’s greatest market; the largest city in the United States, and 
twice the size of Chicago. It has 130,000 visitors and 350,000 commuters daily. 
Seventy-seven per cent. of the population is either foreign born or of foreign 
parentage. Forty-three languages are spoken and newspapers are published 
in 24 languages. 

Over 200 steamship lines operate from New York and 8,000 ships enter 
and leave its port each year carrying nearly half of the Country’s foreign and 
domestic commerce, It is our leading industrial center, having 27,493 manu- 
facturing establishments, producing annually goods valued at over Five and 
a Quarter Billions of Dollars. It is our great financial center; the resources 
of its financial houses totaling Ten Billions of Dollars—one-fifth of our total 
wealth. The annual bank clearings are upwards of Two Hundred Billions. 

There are eight large colleges, 35 high schools and 600 elementary schools. 
The latest reports show 1,588 churches. One thousand theatres—two seating 
over 5,000 each—and over 5,000 “eating places” are supported by the ever 

* growing tide of population. There are 1,377,984 telephones within the city— 
more than three times the number in use in London, 

It is eighty years of achievement such as this that has caused some of 
New York City’s real estate to be valued at Thirteen Million Dollars per acre. 


THE AMERICAN 


INSURANCE COMPANY 


WESTERN DEPT. Home OFFIcEe 
ROCKFORD, ILL. NEWARK, N. J. 


(Next time we shall tell you about Chicago) 
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Pennsylvania Agents 
Announce Program 


ME£TING IN HARRISBURG 


At Penn-Harris Hotel October 29 and 
30; Sessions Devoted to Discussions 
Entirely 





The Pennsylvania Association of In- 
surance Agents has announced its pro- 
gram for the annual convention at the 
Penn-Harris Hotel in Harrisburg on 
October 29 and 30. Most of the con- 
vention will be devoted to discussions 
from the floor on important problems 
facing Pennsylvania agents. Follow- 
ing is the program: 

Thursday 
Opening Session 

Invocation by Rev. EF. Martin Grove, 
Pastor, Bethlehem Lutheran Church. 

Welcome on the part of the Insurance 
Association of Central Pennsylvania, 
John R. Henry, Harrisburg. 
~ President’s annual report and address, 
Kenneth H. Bair, Greensburg. 
Treasurer’s report, Fred V. 
Harrisburg. 

Secretary's 
Scranton. 

Report by the associate editor of the 
Pennsylvanian, Charles S._ Biddle, 
Wilkes-Barre. 


Rockey, 


report, John S. Burwell, 


Afternoon Session 

The twenty per cent. flat commission 
and agency limitation, A. B. White, Jr., 
past president of the West Virginia As- 
sociation of Insurance Agents. 

Report on the Savannah and Kansas 
City Conventions of the National Asso- 
ciation of Insurance Agents, H. E. 
McKelvey, Pittsburgh. 


Evening Session 


Round table discussion for members 
only. 


Friday, October 30 


What progress has been made in the 
establishment of local boards through 
out the state, and what can be done to 
stimulate such local organizations? W. 
I’. Forster, Scranton. 

Discussion and adoption of charter and 
by-laws. 

Legislative problems, Edwin H. Huber, 
Scranton. 


Afternoon Session 

executive Session, members only. 
The Milwaukee Declaration, I. D. 
MeQuistion, Erie. 

Business Session. 

Report of resolutions committee. 
Report of nomination committee. 
Election of officers. 

Unfinished business. 

New business. 


Friday Evening 


Annual banquet at the Masonic Tem- 

ple. 

In announcing the Harrisburg meet- 

ing, The Pennsylvanian, the official 

organ of the State Association, says: 
“There are innumerable questions for 


PHILADELPHIA CHANGES 


Phe Philadelphia Fire Underwriters’ 
Association has announced the follow- 
Ing agency changes: 

Appointed—Herman A. Becker, for 
the »vea; Crittenden & Swope, for the 
National of Hartford; Jerome S. Fried- 
man, for the American & Foreign, the 
Pennsylvania Fire and the Yorkshire; 
William I. Shields, for the First Amer- 
Ican; Young, Kenney & Scott, for the 
Atlas, the Richmond and the 
Island, 
_Discontinued—J. Howard 
Co., for the Svea; Prince 


Rhode 


Brown & 
& Friedman, 


er the American & Foreign, the Penn- 
ye ae Fire and the Yorkshire; Young, 
lean & Swope, for the Atlas, the 


ational of Hartford, the Richmond and 
the Rhode Island, 


discussion, and this Convention is being 
called for just that purpose alone. 

“While we always consider it a 
privilege to listen to the splendid 
speeches made by persons invited for 
that purpose, and while they are al- 
ways instructive and interesting, yet 
this time the Convention is to be given 
over to speeches upon vital subjects by 
the agents themselves. 

“No program is ever so intensely in- 
teresting as that in which the agents 
argue their own cases before the tribunal 
of friendly competitors. 

“We have facing us today in Penn- 
sylvania the entrance of the automobile 
manufacturer into the insurance business 
being of paramount importance at this 
time. 

“Remember that whatever possible 
benefits accrue from the activities of 
the State Association and the National 
Association are reflected in the business 
of every agent, and therefore every 
agent should do his share toward bring- 
ing better conditions about.” 


NEW HAMPSHIRE MEETING 

The annual meeting and banquet of 
the New Hampshire Association of In- 
surance Agents will be held at the Car- 
penter Hotel in Manchester on Thurs- 
day, October 29, in the afternoon and 
evening. 
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Fire Reinsurance Treaties 


Eagle Fire Insurance Company 
Baltica Insurance Co., Ltd. 


18 WASHINGTON PLACE, NEWARK, N. J. 


(New Jersey) 
(Denmark) 


Thomas B. Donaldson 





ONE RATING BUREAU IN PENN. 

Indications are that an attempt will 
be made in Pennsylvania this year to 
merge the four rating bureaus into one 
organizations, with the state assuming 
jurisdiction over rates. As there is now 
only one for New York State, Pennsyl- 
vania should be governed accordingly 
in the opinion of some members of the 


state legislature. Therefore, it is ex- 


“pected that a rating bill will be intro- 


duced at Harrisburg at the next meet- 
ing of the legislature. 
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modern fireproof feature find their highest de- | 
velopment here. The scientific council of insur- 
ance experts prevents destruction not only of 
the warehouse itself, but of the other people's 
property entrusted to its care. 


NSURANCE serves our great National 

enterprises in two ways. First, by 
providing indemnity against fire and 
other destructive forces. 


Second, by actually helping to prevent such 


catast rophes. 


The Liverpool & London & Globe has always 
worked for prevention as well as protection. By 


Storage warehouses furnish perhaps the most 
outstanding example of this phase of insurance 
work. Sprinkler systems, firedoors and every 
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active cooperation with warehousemen the L. & 
L. & G. has contributed to the general safety 
and added to its record of national service. 
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Chapman Asks Agents 
To Stand Together 


TO PRESERVE AGENCY SYSTEM 
Louisville Agent says 85% of Companies 
Are Now Loyal; Cites Chrysler and 
Bank Agency Dangers 


A. G. Chapman, of Louisville, Ky., oné 
of the most dynamic personalities in the 
National Association of Insurance Agents, 
and about whom has centered the well- 
known bank agency controversy in Louis- 
ville with the liremen’s of Newark, spoke 
Wednesday before the Oklahoma Assocta- 
tion of Insurance Agents on some of the 
problems facing local agents today. As Mr. 
Chapman's views are always interesting 
as they represent a large body of thought 
his talk is given herewith in part: 

It is quite, true that the majority of 
insurance companies are in sympathy 
with us. | am sure that I am well with- 
in bounds when I say that as many as 
eighty-five percent vof the insurance 
companies of this country are perfectly 
willing to subscribe to our principles 
and join hands with us in maintaining 
the System as we see it. Unfortunate- 
ly, three is a small percentage of com- 
panies, perhaps less than fifteen per- 
cent, that will not subscribe to these 
principles. About the same percentages 
could be applied to insurance agents. 
Eighty-five percent of the volume of 
premiums is written by agents who are 
entirely willing to make whatever sacri- 
fice is necessary to stand for high ideals 
and the betterment of the business. 
Therefore, if the regular agents (who 
are in the majority, will only serve and 
serve only the regular insurance com- 
panies, which are in the majority, we 
can well afford to have the non-con- 
forming agents, which includes the mul- 
titude of side-liners and incompetents, 
represent the non-conforming com- 
panies without seriously harming the 
System. 

We should, by our works, make a 
distinction between the regular and the 
irregular agents and we should, by 
proper discrimination in the matter of 
premiums, stand by the regular insur 
ance companies. 

This Chrysler move is but one of the 
many big problems before us and I sub- 
mit to you that we can only meet the 
situation by seeing to it that cooperating 
agents represent only cooperating com- 
panies, always keeping in mind of course 
that such cooperation will never be 
harmful to the public and that it will 
be beneficial both to the insurance 
companies and the insurance agents. 
Think it over—Is there any other way? 

I certainly believe in the broad lines 
of conference, cooperation and concilia- 
tion but it takes two parties to cooperate 
and certainly -»-iliation, to be effective, 


t . 
should ADTOUS LS: one-sided. 


» Necessity for Real Action 


When you look into these things you 
see the absolute necessity for such a 
(lefinite, positive move as the Mil- 
waukee Resolution. Our critics may call 
it “labor union tactics” if they please. 
They may refer to it as “wielding the 
big stick” but you can't get away from 
the fact that common reciprocity and 
the Golden Rule are entitled to prevail 
in all lines of business. 

Other means have failed so that we 
Must now use, im all fairness, our pre- 
mium volume to preserve and perpetu- 
ate this System that is good for you, 
food for me, good for the insurance 
companies and, last but not least, good 
for the insuring public. 

Many hours of conscientious effort 
Was spent in the careful preparation of 
the Declaration of Principles at Mil- 
Waukce. Days and days were spent by 
the Executive Committee considering 
the details necessary to make it effec- 
tive. It was finally decided, and by as 
fine a bunch of men as you could ever 
Bet together, to set up the five modest 


that should 
that for 


make 
which we 


yet high standards 
the foundation of 
stand. 

One of the planks in the platform 
that was builded by the Executive Com- 
mittee and accepted at the Savannah 
meeting, is the much-talked-of financial 
agency plank. It has been suggested by 
many, some of whom are our. well- 
wislers, that this plank could be more 
clearly defined. It is my understanding 
that the Executive Committee gave this 
suggestion very careful consideration on 
several occasions but concluded that no 
one could lay down a set rule that will 
be agreeable to the majority of our 
members in the various sections of the 
country, nor is it consistent to lay down 
a rule that will have the appearance of 
being a dead-line for the companies. 

Any uncompromising rule that might 
be attempted would cause confusion, so 
it was decided that the broad view 
should prevail. That is, that the organ- 
ized agents of this country should rest 
with the appeal to the right-thinking 
companies to check the growing ten- 
dency to appoint banks and other finan- 
cial institutions as insurance agents in 
this country. When this suggestion was 
first presented, a banking institution in 
California was about to enter the in- 
surance business in what might be 
termed a wholesale manner and_ the 
seriousness of the situation was pre- 
sented to the National Association. 


Not All Bank Agencies Bad 


We must not get the detail of the 
bank agency platform confused. There 
are lots of bank agencies that have been 
in existence a long time. Some fine ones 
and some big members of our organiza- 
tion, staunch supporters of that for 
which we stand, and it is inconsistent 
to the point of being absurd to say that 
because these well-established, right- 
thinking bank agencies, that have been 
in existence for many years, represent 
certain companies, that these companies 
are therefore maintaining bank agencies 
contrary to our declaration. 

No one has suggested, let alone re- 
quested, any insurance company give up 


any bank agency that was established 
prior to the time we thought it was 
uecessary to take this position. No one 


has suggested, so far as I know, and 
certainly a great majority of insurance 
agents would be diametrically opposed 
to, any move that would alienate the 
splendid bank agency members of our 
organization that are cooperating in 
every way possible. j 

The rapidly growing practice of ap- 
pointing financial institutions as in- 
surance agents in competition with the 
service-giving agencies is what we are 
trying to stop—stop before it puts us 
out of business. Some companies have 
appointed bank agencies since our dec- 
laration, in towns and cities where bank 
agencies predominated but you could 
hardly call this a disregard of our re- 


quest. Agencies have doubtless been 
planted with officers of banks in vil- 
lages where obviously the banker was 


the logical man to represent insurance 
companies in that litthke community. But 
this was not an attack on the American 
Agency System. It was not an appoint- 
ment of bank agencies over the protest 
of and in utter disregard for the regu- 
lar insurance agents in that commu- 
nity. 

You do not have to apply the slide 
rule and define this thing to the Nth 
degree. A company knows when it is 
disregarding our request and_ the 
agencies surrounding it know it. Even 
if there were other companies that 
should be classed with the Firemen’s and 
the Northwestern National at this time, 
it is my opinion that until this ques- 
tion is established, that is, until the 
right-thinking agents of this country all 
fully see the absolute necessity of favor- 
ing only the right-thinking companies, 
we should be content with the two glar- 
ing cases that stand before us. 


(Continued on page 26) 











The agents’ message 
on the doorstep 


The advertising of the Hartford Fire 
Insurance Company in The Saturday 
Evening Post frankly sells the service 
of the Hartford agent. The Hartford 
believes in its agents. It knows that its 
success is due to their loyalty and co- 
operation. The Hartford is willing and 
anxious to tell the world about its 
agents, and to that end it advertises its 
agents in the largest national weekly. 

National advertising is one of the 
things that make a Hartford connec- 
tion of ever increasing value to live 
local agents. 


HARTFORD FIRE 
INSURANCE COMPANY 


Hartford, Conn. 





The Hartford Fire Insurance Company and the Hartford Accident and 
Indemnity Company write practically every form of insurance except life 
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NSURANCE Serves our great National 

enterprises in two ways. First, by 
providing indemnity against fire and 
other destructive forces. 


Second, by actually helping to prevent such 
catastrophes. 


Storage warehouses furnish perhaps the most 
outstanding example of this phase of insurance 
work. Sprinkler systems, firedoors and every 
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modern fireproof feature find their highest de- 
velopment here. The scientific council of insur- 
ance experts prevents destruction not only of 
the warehouse itself, but of the other people's 
property entrusted to its care. 


The Liverpool & London & Globe has always 
worked for prevention as well as protection. By 
active cooperation with warehousemen the L. & 
L. & G. has contributed to the general safety 
and added to its record of national service. 
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Chapman Asks Agents 
To Stand Together 


TO PRESERVE AGENCY SYSTEM 


Louisville Agent says 85% of Companies 
Are Now Loyal; Cites Chrysler and 
Bank Agency Dangers 

A. G. Chapman, of Louisville, Ky., oné 
of the most dynamic personalities in the 
National Association of Insurance Agents, 
and about whom has centered the well- 
known bank agency controversy m Louis- 
ville with the Viremen’s of Newark, spoke 
Wednesday before the Oklahoma Assocta- 
tion of Insurance Agents on some of the 
problems facing local agents today. As Mr. 
Chapman's views are always imteresting 
as they represent a large body of thought 
his talk is given herewith in part: 

It is quite, true that the majority of 
insurance companies are in sympathy 
with us. I am sure that | am well with- 
in bounds when I say that as many as 
eighty-five percent vof the insurance 
companies of this country are perfectly 
willing to subscribe to our principles 
and join hands with us in maintaining 
the System as we see it. Unfortunate- 
ly, three is a small percentage of com- 
panies, perhaps less than fifteen per- 
cent, that will not subscribe to these 
principles. About the same percentages 
could be applied to insurance agents. 
Kighty-five percent of the volume of 
premiums is written by agents who are 
entirely willing to make whatever sacri- 
fice is necessary to stand for high ideals 
and the betterment of the business. 
Therefore, if the regular agents (who 
are in the majority, will only serve and 
serve only the regular insurance com- 
panies, which are in the majority, we 
can well afford to have the non-con- 
forming agents, which includes the mul- 
titude of side-liners and incompetents, 
represent the non-conforming com- 
panies without seriously harming the 
System. 

We should, by our works, make a 
distinction between the regular and the 
irregular agents and we should, by 
proper discrimination in the matter of 
premiums, stand by the regular insur 
ance companies. 

This Chrysler move is but one of the 
many big problems before us and I sub 
mit to you that we can only meet the 
situation by seeing to it that cooperating 
agents represent only cooperating com- 
panies, always keeping in mind of course 
that such cooperation will never be 
harmful to the public and that it will 
be beneficial both to the insurance 
companies and the insurance agents. 
Think it over—Is there any other way? 

I certainly believe in the broad lines 
of conference, cooperation and concilia- 
tion but it takes two parties to cooperate 
and certainly: @uigiliation, to be effective, 
Should Leo umase than one-sided. 


Necessity for Real Action 


When you look into these things you 
sce the absolute necessity for such a 
definite, positive move as the Mil- 
waukee Resolution. Our critics may call 
it “labor union tactics” if they please. 
They may refer to it as “wielding the 
big stick” but you can’t get away from 
the fact that common reciprocity and 
the Golden Rule are entitled to prevail 
in all lines of business. 

Other means have failed so that we 
Must now use, im all fairness, our pre- 
mium volume to preserve and perpetu- 
ate this System that is good for you, 
food for me, good for the insurance 
companies and, last but not least, good 
for the insuring public. 

Many hours of conscientious effort 
Was spent in the careful preparation of 
the Declaration of Principles at Mil- 
waukce. Days and days were spent by 
the Executive Committee considering 
the details necessary to make it effec- 
live. It was finally decided, and by as 
fine a bunch of men as you could ever 
Bet together, to set up the five modest 


make 
which we 


that should 
that for 


yet high standards 
the foundation of 
stand. 

One of the planks in the platform 
that was builded by the Executive Com- 
mittee and accepted at the Savannah 
meeting, is the much-talked-of financial 
agency plank. It has been suggested by 
many, some of whom are our. well- 
wisters, that this plank could be more 
clearly defined. It is my understanding 
that the Executive Committee gave this 
suggestion very careful consideration on 
several occasions but concluded that no 
one could lay down a set rule that will 
be agreeable to the majority of our 
members in the various sections of the 
country, nor is it consistent to lay down 
a rule that will have the appearance of 
being a dead-line for the companies. 

Any uncompromising rule that might 
be attempted would cause confusion, so 
it was decided that the broad view 
should prevail. That is, that the organ- 
ized agents of this country should rest 
with the appeal to the right-thinking 
companies to check the growing ten- 
dency to appoint banks and other finan- 
cial institutions as insurance agents in 
this country. When this suggestion was 
first presented, a banking institution in 
California was about to enter the in- 
surance business in what might be 
termed a wholesale manner and_ the 
seriousness of the situation was pre- 
sented to the National Association. 


Not All Bank Agencies Bad 


We must not get the detail of the 
bank agency platform confused. There 
are lots of bank agencies that have been 
in existence a long time. Some fine ones 
and some big members of our organiza- 
tion, staunch supporters of that for 
which we stand, and it is inconsistent 
to the point of being absurd to say that 
because these well-established, right- 
thinking bank agencies, that have been 
in existence for many years, represent 
certain companies, that these companies 
are therefore maintaining bank agencies 
contrary to our declaration. 

No one has suggested, let alone re- 
quested, any insurance company give up 
any bank agency that was established 
prior to the time we thought it was 
necessary to take this position. No one 
has suggested, so far as I know, and 
certainly a great majority of insurance 
agents would be diametrically opposed 
to, any move that would alienate the 
splendid bank agency members of our 
organization that are cooperating in 
every way possible. . 

The rapidly growing practice of ap- 
pointing financial institutions as in- 
surance agents in competition with the 
service-giving agencies is what we are 
trying to stop—stop before it puts us 
out of business. Some companies have 
appointed bank agencies since our dec- 
laration, in towns and cities where bank 
agencies predominated but you could 
hardly call this a disregard of our re- 
quest. Agencies have doubtless been 
planted with officers of banks in vil- 
lages where obviously the banker was 
the logical man to represent insurance 
companies in that litthe community. But 
this was not an attack on the American 
Agency System. It was not an appoint- 
ment of bank agencies over the protest 
of and in utter disregard for the regu- 
lar insurance agents in that commu- 
nity. 

You do not have to apply the slide 
rule and define this thing to the Nth 
degree. A company knows when it is 
disregarding our request and_ the 
agencies surrounding it know it. Even 
if there were other companies that 
should be classed with the Firemen’s and 
the Northwestern National at this time, 
it is my opinion that until this ques- 
tion is established, that is, until the 
right-thinking agents of this country all 
fully see the absolute necessity of favor- 
ing only the right-thinking companies, 
we should be content with the two glar- 
ing cases that stand before us. 


(Continued on page 26) 











The agents’ message 
on the doorstep 


The advertising of the Hartford Fire 
Insurance Company in The Saturday 
Evening Post frankly sells the service 
of the Hartford agent. The Hartford 
believes in its agents. It knows that its 
success is due to their loyalty and co- 
operation. The Hartford is willing and 
anxious to tell the world about its 
agents, and to that end it advertises its 
agents in the largest national weekly. 

National advertising is one of the 
things that make a Hartford connec- 
tion of ever increasing value to live 
local agents. 


HARTFORD FIRE 
INSURANCE COMPANY 


Hartford, Conn. 





The Hartford Fire Insurance Company and the Hartford Accident and 
Indemnity Company write practically every form of insurance except life 
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Careless Smoker 
Charge Exaggerated 


IS BELIEF OF HARVEY RUSS 


Manager of New England Department 
of General Adjustment Bureau Re- 
views Adjusting Problems 


Several points on adjustment condi- 
tions and methods in New England were 
made by Harvey Russ, manager of the 


New England department of the Gen 
eral Adjustment Bureau, at the recent 
joint meeting in Boston of the New 


England Pond of the Blue Goose and 
the Bay State Club. He told of the rea- 
sons for the organization of the Bu 
reau and plead for greater cooperation 
with the Bureau on the part of field 
men and companies. Here, in part, is 
what Mr. Russ said: 

“While | am not in 
a positive opinion as to the origin of 
all fires I believe you will agree with 
me in that the seductive “cigarette” 
and “careless smoking” are blamed far 
more than is just and that exactly as the 
adjusters of a generation ago were in- 
clined to charge all fires of undeter 
mined origin with being’ due to defective 
electric wiring so now, in case the origin 
is not absolutely apparent, the careless 
smoker is charged with the responsibil 
ity. | believe when a loss is sustained 
by parties, owners of property of doubt- 
ful value and holders of plenty of ‘in 
surance, even though the cause be a 
cigarette discarded in a rubbish heap, 
that fire should not be charged either 
to smoking or carelessness. 

“Your attention has undoubtedly been 
called to the campaign inaugurated some 
months ago by President West of the 
Glens Falls in an endeavor to check 
fire waste. He proposed to attack the 
causes of these fires with a plan which 
included the signing of applications be 
fore insurance be granted. It is not my 
purpose to enter into a discussion of 
the merits of Mr. West's plan but rather 
to call your attention to the fact that 
in response to his suggestion there came 
demand after demand for the reforming 
of adjustments. We must all of us con 
cede that where there is such apparent 
unanimity of company and manageérial 
opinion as to the need for correcting 
existing conditions it is time that  per- 
sonal aside, that we 
cease to regard the subject from a self- 
ish standpoint and on the other hand 
look at the matter frankly and in man- 
fashion. Let us pussyfooting 
about and admit that all of us have been 
lax and half-hearted in our support of 
the state and municipal authorities as 
well as in our support of the investiga- 
tion department of the National Board. 
Of course, the latter is a creation of 
companies by which you are employed 
and so | suppose it is no one’s business 
but your own if, after calling into being 
and getting together a really efficient 
organization, you see fit to ignore it, as 
is done altogether too often. 

Why the Bureau Was Organized 

“Let us stop to consider for a moment 
the organization with whcih | am con 
nected. For some reason, which I can 
not fathom, most of you gentlemen in- 
stead of looking on the bureau as your 
organization, created, organized and 
sponsored by the chief executives of 
the corporations by which you are em- 
ployed, are on the other hand inclined 
to regard it as somewhat of an inter- 


a position to vive 


interests be set 


cease 


loper, forcing its way into your quite 


harmonious field by means, as it were, 
of a crowbar. Twenty years ago this 
month at a meeting held in New York 
City the bureau was formed. Among 
the gentlemen responsible for its crea- 
tion were Mr. Locke, of the Atlas: 
Colonel Wray, of the Commercial 
Union; Mr. Correa, of the Home; Mr. 
Dunlop, of the Providence-Washington ; 
Mr. Eaton, of the Liverpool; Mr. Irvin, 
of the Fire Association, and Mr. Shall- 
cross, then of the Royal. I am speak- 
ing from memory and not having re- 
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ferred to a record [| have mentioned 
simply those with whom it was privilege 
to come in contact during the early days 
of the bureau’s existence. These gentle 
men recognizing the desirability of cor- 
recting certain conditions aimed to es 
tablish an organization that would en- 
able any company to be represented in 
an adjustment by a competent man, free 
from agency infiuence, who would at 
least endeavor to adjust losses on their 
merits. 

“Whether the gentlemen were correct 
in their reasonings is not for me to say; 
you are the direct employees of them 
or of their times | 
fancy I see indications of your not be 
ing in full sympathy with the ideas of 
your superiors. With the period of or 


successors and at 


ganization gone by the bureau began 
operation in New York, New Jersey 
and Pennsylvania on April first, 1906, 


but the powers that were evidently feel- 
ing, as possibly some of you may now 
feel, that New England was. different 
from the rest of the country, deferred 
entering this field for six years. Our first 
manager after encountering results for 
five years, even though he was a native 
Massachusetts, decided that he 
would go to sunny California with the 
hope that in time he might get thawed 
out. Since I have been associated with 
you, or rather I should say, since | have 
been working in the same field in which 


son ot 


you are working, | have found every 
one of you to be charming, courteous 
men with whom it was a pleasure to 


a social way, but on 
very ftew excep- 
barrier of 


come in contact in 
the other hand, with 
tions, there has existed a 


antagonism against the bureau as an 
organization which [| have found at 
times impossible to surmount. 

“Is it fair, I ask you gentlemen, to 
have the company officials, whose hired 
men you are just as I too am one of 
their hired men, form an organization 
having a definite aim; delegate some in- 
dividual to direct that organization in 
a given field and then expect him to 
make good with little if any cooperation 
from your The General Adjustment 
Bureau is your organization and with 
your assistance, cooperation and advice 
it could be made all that its officers, 
directors and stockholders would wish. 
When the time comes that you will 
put your shoulders to the wheel in aid- 
ing in its development then and not till 
then will it reach the point in efficiency 
which was the dream or its organizers. 

“IT hope you will realize that I ap- 
preciate the ability many of you gentle- 
men possess as adjusters, also that I 
recognize the adjusting ability possessed 
by several of the independent adjusters 
in this field—and how I wish that some 
of them and some of you were connected 
with the bureau—but I have been mived 
to speak because of repeatedly having 
my attention called to losses having been 
assigned to inexperienced men; though 
Vi] grant this, that experience comes not 
with age, but with opportunity. 

“T believe that whether insurance was 
written in a union or non-union stock 
company; in a mutual or in a reciprocal, 
when a occurred — that 
should be adjusted on its merits and that 
there should be thorough cooperation 
between adjusters acting for each group.” 


loss has loss 


CAPITAL INCREASE 


AFFIRM 
Travelers Fire Now Has_ $1,000,000 
Capital and $2,500,000 Surplus; 


Business Growing Rapidly 
At a meeting of directors and. stock- 


holders of The Travelers Fire on Mon- 
day, the ‘proposed increase in capital 
was affirmed. The additional shares 


have all been subscribed by The Tray- 
elers Insurance Company at $500 a share 
which is five times par. This will put 
two million additional surplus as well as 
half a million of capital into the com- 
pany. When the company was organ- 
ized a year ago, a half million in capital 
and like amount of surplus was paid in, 
The new issue will bring the total of 
capital to date to one million and total 
of surplus to two and a half million 
The additional capital and surplus js 
needed to finance the rapidly growing 
business of The Travelers Fire. 


1825 National Electrical 
Code Has Been Released 
The 1925 edition of the National Elec- 
trical Code has now been, released by 
the National Board of Fire Underwrit- 
ers. The actual date when it supercedes 
the 1923 edition in the review of electric 
wiring can be determined upon inquiry 
of the authority by whom inspections 
are made in each respective locality, 
The electrical committee of the Na- 
tional Fire Protection Association will 
meet in February, 1926, to consider pro- 
posed amendments to the 1925 edition 
of the Code in accordance with the pro- 
gram announced when the ‘committee 
was so enlarged that it qualified as a 
section under the procedure of — the 
American Engineering Standards Com- 
mittee. 


Richardson and Pierce to 
Address the Insurance Society 
Frederick Richardson, of — Philadel- 
phia, United States manager of the Gen- 
eral Accident, and Dana Pierce, of Chi- 
cago, president of the Underwriters’ 
Laboratories, Inc., will be the principal 
speakers at the dinner of the Insurance 
Society of New York at the Hotel Astor 
on Tuesday evening, October 27, fol- 
lowing the annual meeting of the Insur- 

ance Institute of America, Inc. 
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Insurance Service 
For Garage Owner 


HOW LOCAL AGENTS CAN HELP 


Many Fire Seewids Exist in Public 
Garages Which Agents Should Aid 


in Removing 

Garage fires constitute one of the worst 
hazards facing automobiles these days 
and to help guard against such fires is 
a service which local agents can well 
perform. “News From Home,” the 
monthly house organ of the Home, in the 
latest issue contains an article on insur- 
ance service for the garage owner which 
follows in full: 

In your capacity of local agent, you 
are more than a purveyor of insurance. 
In addition to this, you are or should be 
an expert on fire prevention and fire 
protection. 3y showing an intimate 
knowledge of any particular type of oc- 
cupancy and applying it to each individ- 
ual risk, yoo can enhance the confidence 
of customers and prospects in you, and, 
as a result, you will enjoy increased 
patronage. This kind of assistance is 
doubly appreciated in cases where you 
can show the assured how he can ob- 
tain a more favorable rate of insurance 
by instituting certain fire preventive and 
protective measures. 

The public garage is one of the more 
common occupancies. It has been esti- 
mated that there are about 59,989 such 
garages in the country at present. The 
fire hazards in these public garages are 
quite numerous but 1f proper care 1s ex- 
ercised, such hazards can be greatly re- 
duced. 

Every three hours there is a garage 
fire somewhere in the country. Between 
1918 and 1922 inclusive, the fire loss in 
this class of buildings, exclusive of con- 
tents, amounted to $19,677,593. More of 
these fires were caused by exposure than 
any other source. The chief originating 
cause was electricity. “Safeguarding 
America Against Fire” for April, 1924, 
describes one of these fires as follows: 
“A defect in the wiring on the second 
floor of a $50,000 garage in Memphis, 
Tenn., started a spreading fire that in- 
volved a garage, adjoining buildings and 
several fleets of delivery cars, with a 
combined loss of $250,000.” The writer 
goes on to say that another danger 
around garages is the possibility of de- 
veloping static electricity while engaged 
in filling a gasoline tank. The remedy 
suggested is very simple. It is stated 
that the danger can be eliminated by 
; P : : 
keeping the metal nozzle in continuous 
contact with the mouth of the tanks. 
Allowing the motor to run when filling 
the tank is of course another source of 
danger which can be easily avoided. 

Spontaneous Combustion 
Other common causes of garage fires 


Hyde Chairman 

(Continued from page 1) 
of Ohio succeeds McCulloch of Penn- 
sylvania. 

Henry PD. Appleton, 
tendent of New continues as 
chairman of the committee on blanks ; 
Beha of New York continues as chair- 
man of valuation of securities: Cald- 
well of Tennessee continues as chair- 
man of unauthorized insurance; and 
3utton of Virginia continues as_ chair- 
man, of examinations. Dunham of Con- 
necticut continues as chairman of re- 
serves other than life. 


deputy 
York 


superin- 
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are the indiscriminate use of matches, 
open lamps, small oil stoves and other 
heating appliances, and unregulated 
smoking on the premises. Spontaneous 
combustion of polishing fluids forms an- 
other dangerous hazard. Oily rags 
should be destroyed or placed in metal 
containers. Painting cars sometimes 
causes spontaneous combustion. For this 
reason all painting should be done out- 
side the garage. 

Furnaces should either be housed in 
a separate building or located in a room 
entirely cut off from the rest of the ga- 
rage. On the list o fhazards in garages, 
explosion takes a prominent place. A 
great many of these explosions are due 
to backfiring in the carburetor or ex- 
plosions in the muffler. 

Many garages have pits sunk in the 
floor for the convenience of mechancis 
working underneath automobiles. These 
pits have proved to be exceedingly haz- 
ardous and in a number of cities laws 
have been passed prohibiting their in- 
stallation. The gasoline vapor, being 
heavier than air, accumulates in the pits 
and is ignited by a flame or spark. The 
use of ramps above the garage floor re- 
moves this danger. 

Orderliness and the systematic clean- 
ing up of garages will go far toward mak- 
ing them safer. Rubbish, litter, and 
spare parts should not be allowed to 
clutter up the place as they form a seri- 
ous fire hazard. Metal containers should 
be provided for all inflammable mate- 
rials. 

As for fire-fighting equipment, garages 
should be well supplied with buckets of 
sand and sawdust. Tetrachloride and 
foamite extinguishers have been found 
useful in subduing gasoline fires. In 
large garages, sprinkler systems have 
been installed with beneficial results. 

The garage owner is interested in pro- 
tecting his property because it is his 
source of income. He will be glad to 
have you point out fire dangers and sug- 
gest remedies. It is not impossible that 
such welcome service will lead to the 
sale of a profitable line of fire, use and 
occupancy, or some other needed kinds 
of insurance. 


QUAKE INSURANCE REQUIRED 


Commissioner Dusen of Connecticut 
Says California Banks Call Loans 
On Unprotected Risks 


More than a half billion dollars in 
earthquake insurance has been sold in 
California during the last month accord- 
ing to insurance Commissioner Howard 
P. Dunham of Connecticut who has just 
returned from a trip to the Pacific Coast 
following the insurance commissioners’ 
convention in Texas last month. Just 
before leaving San Francisco Commis- 
sioner Dunham was shown letters sent 
out by prominent banks calling loans of 
$10,000 and over on property not pro- 
tected by earthquake insurance. 

This situation was disclosed to the 
Connecticut commissioner, he said, in the 
course of an inspection by him of several 
Hartford companies operating in that 
locality. There is a feeling there that 
California has not seen the last of its 
earthquakes and a_ statement of Dr. 
Bailey Willard of Leland Stanford Uni- 
versity that there is a distinct fault in 
the earth formation of the vicinity has 
had not a little to do with the precau- 
tionary measures taken by the San 
Francisco banks. 

Professor Willard’s investigations have 
led him to the conclusion, Colonel Dun- 


ham said, that the people of California 
can build their houses to withstand earth- 
quake shocks, by the use of steel frames 
giving the required stress and elasticity. 
The professor's observation has been 
that what California cities need prim- 
arily is more building inspectors who 
know their jobs. Commissioner Dunham 
and Mrs. Dunham visited Santa Barbara 
to see the effects of the recent earth- 
quake there, and were surprised to find 
that many of the buildings which col- 
lapsed “were scarcely more than shells 
in their construction.” 


ADMITTED TO MICHIGAN 

Commissioner Leonhard T. Hands of 
Michigan late last week issued a cer- 
tificate of authority to the Franklin 
National of New York City to carry on 
a general fire business in that state. Ap- 
plication was made some time ago but 
delay in admission was occasioned by 
the fact that the new New York com- 
pany bears a name similar to that of 
one or more companies already admit- 
ted to this state. 


SMOKE & CINDER CLUB MEETS 

Nevin N. Huested, of the Common 
wealth, was this week elected head of 
the Smoke & Cinder Club of  Pitts- 
burgh succeeding Clark N. Hunt who 
has left the Pittsburgh area. The first 
fall meeting of the club was held Mon 
day evening and the chief speaker was 
Gordon Grabensteder, Pittsburgh mana 
ger of the Retail Credit Company. R. 
W. Coker, Philadelphia manager of the 
same company, was also a speaker. 

NEW BRITISH COMPANY 

Cie Havraise de Re-assurances, has 
formally registered for business in Eng- 
land, Messrs. W. B. Beattie and G. A. 
Child, of 15, George Street, Mansion 
House, E.C.4, being named as British 
agents authorized to accept service. The 
Company was formed in 1905, and has 
an issued capital of fes. 10,000,000, with 
fes. 2,500,000 paid up. 


RESIGNS CHARLESTON BOARD 

John B. Reeves & Son have resigned 
from the Charleston, S. C., Board of 
Fire Underwriters because of the failure 
of the Board to recognize a complaint 
made by the Reeves agency against an- 
other member of the board for alleged 
violation of one of the rues. 

At a meeting of the governing com 
mittee of the automobile department of 
the National Bureau of Casualty & 
Surety Underwriters last week the com- 
pulsory automobile insurance bill of 
Massachusetts was discussed. Wesley 
K. Monk, Massachusetts Insurance 
Commissioner, was and took 
part in the 


present 
discussion. 


HARTFORD RAIN POLICY 

Rain insurance was written to cover 
the Hartford vaviation meet Saturday 
afternoon at Brainard Field in order 
that the Forty-third Division air serv 
ice, C. N. G., which is sponsoring the 
exhibition may be protected against 
loss. 

A policy calling for payment of $6,000 
to the national guard has been bought. 
It will protect the meet against loss from 


rain from 1 to 5 p. m. Saturady. 


LONGNECKER IS CHAIRMAN 
John W. Longnecker, advertising 
manager of the Hartford Fire, 
elected chairman of the New 
District of the Associated 
Clubs of the World. 


has been 
England 
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THE HANOVER 


FIRE INSURANCE COMPANY 
Continuously in business since 1852 


The real strength of an insurance com- 
pany is in the conservatism of its man- 
agement, and the management of THE 
HANOVER is an absolute assurance of 
the security of its policy. 


CHARLES W. HIGLEY, President 
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J. G. HOLLMAN, Secy. 
H. T. GIBERSON, Treasurer 
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A. E. GILBERT, Asst. Secy. 
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Gives Meelis 
Insurance Reaction 
AN OKLAHOMA CITY INCIDENT 


Merchant Says that Rates to be Equit- 
able Should Be 
Not General 


Based on Local 
Conditions 


\s an introduction to one of the most 
comprehensive programs ever 
before the Oklahoma City 
of Fire and Casualty Underwriters, G. 
B. Harrison, controller of Harry Katz, 
luc., women's ready to wear house, gave 
an address at the Saturday noon meet 
ing Mr. Harrison attacked the sub 
ject of insurance from the insured’s 
point, and told of the retailers’ 
reaction to the various sort of inter 
views granted on the subject. 

From the retailer's point of view, Mr. 
Harrison forsees a reduction in casualty 
and fire rates. This change, he 
will be imperative because of the in- 
creased number of safety appliances 
and the degree of precaution used in the 
erection of the modern business build 
ing 

“The possibilities are 


presented 
Association 


View 


believes, 


remote for ac 
cident and fire loss, in the 


present 
method of construction and there is 
bound to be a rebellion of some sort 


among the insured,” he said. “The rates 
have not kept pace with the improved 
conditions. Retail establishments, through 
their associations, are receiving expert 
information as to the conditions of 
buildings and the safeguards utilized, to 
such an extent that there is bound to 
readjustment or insurance rates. 
Agents themselves should do all in their 
power toward reducing rates, and they 
could do so, if they would report to 
the home offices, true local conditions.” 

The speaker contended that to be 
equitable insurance rates should be based 
on local and not on general conditions. 
He was emphatic in discussing the re 
action to the trained underwriter who 
understands the proposition that he is 
presenting, and its application to the 
prospect; and to the man who 1s just 
an “order taker.” The latter he con 


be a 


siders a menace to the insurance busi 
ness. He foresees the day when the 
underwriter must be a trained, profes 


sional man. He must be a combined ap 
praiser, a psychologist and a salesman. 
Also he must be as familiar with his 
propositions as the lawyer or doctor 
must be with his cases. He must also 
know the economic requirements of the 
property and the prospect dealt with. 
The retailer has no time for the 
solicitor who makes statements which, 
upon investigation, are proven to be 
based upon principles that are unsound. 
The practice of a firm placing insur 
ance in many different agencies because 
these agents have accounts at the 
was condemned. All insurance should 
be placed with an agent who is cap 
able of handling the situation, and let 
him use his own judgment in) making 


store 


an equitable distribution. It is better 
to do all insurance business with one 
agent—to make him responsible—hold 


him to account that the institution is 
fully covered and for the removal of all 
hazards which tend to 
rates. 


produce high 


E. P. FLITCRAFT EDITOR 


Will Issue Annual Resiitinaiins Number for 
Chicago “Herald-Examiner;” To 
Compete with “Post” 


“Evening Post” is to 
competition with its annual 
feature which comes out the 
first of the year, at which time it issues 
several sections devoted to insurance 
and insurance advertising. It is now an- 
nounced that the Chicago ‘“Herald-Ex- 
aminer” is planing a similar edition. The 
“Herald-Examiner” insurance depart- 
ment is being run by Eugene P. FIlit- 
craft of the famous Flitcraft family of 
insurance newspaper men and_ publish- 
ers of technical matter. 


The Chicago 
have some 
insurance 








The North River Insurance Ce. of 
New York 

.Richmond Insurance Company of 
New York 


United States Merchants & Shippers 
Insurance Company 
New York State Fire Ins. 

Albany, N. Y. 


Co. ef 


New York 


Ff. M. Gund, Manager, Western Depart- 
ment, Freeport, Illinois 
Hines Brothers, Managers, Seuthern 
Department, Atlanta, Georgia 





CRUM AND FORSTER 
110 WILLIAM STREET—-NEW YORK CITY 
REPRESENTING 


Union Fire Insurance Co. ef Baffale, 


United States Fire Insurance Ceo. ef 
New York 


British America Assurance Ce. ef 
Toronto, Canada 

Western Assurance 
Toronto, Canada 

United States Underwriters’ Pelicy 
of New York 


Company ef 


W. S. Jackson, Manager, Pacific Coast 
Dept., San Francisco, California 
Cobb Glass & Co., Managers, North 
Carolina Dept. Durham, Nerth 








CHARGES AGENCY MONOPOLY 
St. Louis Agent Files Suit Against Fire 
Underwriters Ass’n Saying It 
Kills Competition 
The suit of Charles B. Norris asking 


for the dissolution of the Fire Under 
writers Association of St. Louis, Mo., 
on the charge that it is a trust and en- 


deayoring to create a monopoly for its 
members has been submitted to the St. 
Louis Circuit Court with the filing of 
briefs by counsel on October 13. 

Later the court may ask for testimony 
on the various points at issue, but the 
present indications are that the points 
of law involved will probably decide the 
court’s decision. The case may not be 
decided for several weeks. 

Norris was formerly a member of the 
association but was dropped from the 
rolls for alleged violation of the rules 
of the organization. 

In his petition he charges that the as 


Carolina 
sociation is an illegal combination 
against public policy because it is in- 


tended to create a monopoly to be en- 
joyed by its members and to stifle com- 
petition by hindering non-members from 
obtaining business. 

He further charged that the associa- 
tion is attempting to eradicate him from 
the field of fire underwriting by de- 
priving him of the patronage of various 
insurance companies and other fire in- 
surance agents. 


ARCHIBALD McINNES 
Archibald) Melnnes, for 


years with the Boston 
Underwriters, died suddenly 
his home in West Roxbury, 
began as an office boy 
and during his many 
with fire underwriting 
the best known 
Boston area. 


nearly fifty 
Tuesday at 
Mass. He 
with the Board 
years’ connection 
became one of 
insurance men in the 


Joard of Fire 
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$12,.500.000.00 


RESERVE FOR ALL OTHER LIABILITIES 


21,338, 


.19 


ET SURPLUS 


14, 337, 235.32 
48,176.197.51 


LOSSES PAID POLICY HOLDERS 


$164,897,335.64 


SURPLUS FOR THE PROTECTION OF POLICY HOLDERS 


$26,837,235.32 


Home Office, One Liberty Street 


New York City 


WESTERN DEPARTMENT 
«. R. STREET, Vice-President 
W. L. LERCH, Manager 


310 S. Michigan Ave., Chicago, Ill. 


PAGIFIG DEPARTMENT 


210 Sansome Street 
San Francisco, California 


BOSTON OFFICE 
ROGERS & HOWES, Managers, 4 Liberty Square, Boston, Mass. 


MARINE DEPARTMENT 
NEW YORK - Wm. Hl. McGee & Co., General Agents, 15 William Street 


SAN FRANUISCO— George L. 


West, Manager, 220 Sansome Street 


CHICAGO) Wm. I. McGee & Co.,Gen’l Agis., Insurance Exchange Bldg. 
AGENCIES THROUGHOUT THE UNITED STATES AND CANADA 


Policies Guarantee 
Florida Land Profits 


CALLED FRAUDULENT SCHEMES 





Michigan Insurance Dept. Warns Pub- 
lic Against Accepting Such 
Insurance Offers 





prevent 


Steps to Michigan people 
from being victimized by purveyors of 
so-called “insurance policies” guaran- 


teeing increase in land values on pur- 
chases of Florida real estate were taken 
late last week by Commissionr L. T, 
Hands. Warnings were issued through 
the daily press and efforts, already be- 
gun, were redoubled by the insurance 
department and the department of public 
safety to locate the agents whom Mr, 
Hands charges with attempting a de- 
liberate swindle. ‘The Michigan Real 
Estate Association, whose directors met 
here during the week, also called at- 
tention to the fraud, in connection with 
issuing yeneral warnings against Florida 
land propositions, and -pledged — co- 
operation with the insurance depart- 
ment in running down the guilty persons, 

Information furnished the 


insurance 
department indicates that unscrupulous 
operatives, working with questionable 


real estate interests, have been “guaran- 
teeing” large profits on Florida proper- 
ty through policies issued by Interna- 
tional Lloyds of Chicago, a company 
which has not been authorized to do a 
Michigan business and whose _ policies 
are therefore without legal standing in 
that state from the time of their issu- 
ance. Upon obtaining this data, Com- 
missioner Hands advised the department 
of public safety to begin an immediate 
effort to apprehend the unauthorized in- 
surance salesmen. Up to date, 
no arrests have been made. 
The department has for some time 
suspected the integrity of the manage- 
ment of the International Lloyds, due to 
the personnel in control, two of the 
executives having been previously con- 
nected with a merchant’s insurance 
scheme in this state which proved fraud- 
ulent. Considerable information — has 


however, 


been furnished by the department to 
a Chicago newspaper which has_ been 
attcking the company. The Michigan 


securities commission is also watching 


the operations of the company. closely. 
Some time ago, the department was 
“felt out” by the International Lloyds 


as to its attitude toward admitting the 
company to the state. A financial state- 
ment was asked by the department as 
a preliminary to forwarding application 
blanks but such a statement was never 
received and the company evidently was 
discouraged from further efforts to ob- 
tain a Michigan license. 

It is Mr. Hands’ view that the policies 
issued by Lloyds underwriters must be 
on fire hazards alone, under the state 
law, and that it would be impossible to 
admit a company selling the wide variety 
of casualty policies offered by several of 
the new Lloyds organizations. It is 
understood that in connection with this 
latest outbreak of unauthorized policy 
sales, not only the land value policies 
but policies covering certain types ol 
automobile indemnity are also being 
sold. 





WILLIAM ROCHE DIES 


Senator William Roche, former pres- 
ident of the Halifax Fire and an impor- 
tant figure in commercial and _ financial 
circles in Canada, died in Halifax on 
Monday at the age of 83 years. 





9 
Chapman’s Talk 
(Continued from page 23) 
Never you fear, when this thing has 
progressed a bit further, any of the com 
panies that care to take the positio? 
the two companies referred to have 


taken, will be well known and they will 
be welcome to have all of the 
forming agents they choose. 


non-con 
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Federal Pays For 
Donahue Gems Return 


$65,000 REWARD 

Chubb & Sons, General Agents for 

Company, Pay 10% on Value of 
Jewels Insured Through Them 


Chubb & Son, * New York, general 


INVOLVED 


agents for the Federal, of which 
Percy Chubb is president and Hen- 
don Chubb vice-president, paid near- 


ly $65,000 to secure the return of 
the stolen Donahue gems to their right- 
ful owner, the daughter of the late F. 
W. Woolworth. These’ pearls and 
diamonds, worth $683,000, were mostly 
insured in the Federal and when an 
offer was made to return the jewels for 
4 10% cash payment, following their 
theft from the Hotel Plaza a few weeks 
ago, the Federal agreed to accept this 
offer, according to Chief Assistant Dis- 
trict Attorney Ferdinand Pecora of New 
York City. 

Part of the $65,000 reward was paid 
by Mrs. Donahue because one of the 
large pearls stolen was a recent pur- 
chase by her and was not insured. The 
return of the jewels was effected through 
a private detective employed by Chubb 
& Son, who met a certain “Mr. Lay- 
ton” at the Prince George Hotel two 
weeks ago and received the jewels in 
exchange for the reward. No questions 
were asked and as yet the thief has 
not been caught by the police. 

Following are extracts from a state- 
ment on the case issued this week by 
Mr. Pecora: 

According to the statement made to 
me by Scaffa at this office a week ago 
today, in the presence of Inspector 
Coughlin, Detective Coleman, Mr. Don- 
ahue and the latter’s attorney, Mr. 
Nash, the return of the jewelry to Scaf- 
fa was attended by the following cir- 
cumstances: 


Thief Telephones Detective 

On the morning of Tuesday, October 
6, Scaffa received a telephone call at his 
office from an unknown man who asked 
him if Scaffa was interested in the re- 
turn of the Donahue jewelry. Scaffa re- 
plied that he was interested in its re- 
turn as private detective for the Fed- 
eral Insurance Company. The unknown 
man asked Scaffa if any reward had 
been offered for the return of the jewel- 
ry and was told by Scaffa that a re- 
ward had been offered. The unknown 
man then told Scaffa he would call him 
up again later in the day. 

Seaffa realized that up to that time 
no formal reward had been offered by 
the insurance company. He thereupon 
went over to the office of Chubb & Son, 
general agents for the Federal Insurance 
Company, and told Junius H. Powell, 
a member of that firm, of his telephone 
talk with the unknown man. Mr. Powell 
told that the insurance company would 
Pay a reward of 10° per cent. of the 
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value of the stolen jewelry which was 
covered by the insurance. It then was 
recalled that the centre pearl in each 
of the two pearl necklaces had been 
added to the strings the day before the 
larceny, and hence the insurance 
pany was not liable for their loss. Scaffa 
then went to see Mr. Donahue at his 
office and asked him if he would be 
willing to pay a reward equivalent to 
10 per cent. of the portion of the stolen 
jewelry which was uninsured, if the re- 
turn thereof could be effected. Mr. 
Donahue assured him that he would 
pay a reward at the same rate as the 
insurance company. In this conversa- 
tion between Scaffa and Donahue noth- 
ing whatever was said about effecting 
a return of the jewelry under circum- 
stances that would preclude an arrest 
or prosecution. 


com- 


Agree to 10% Reward 


After his first telephone conversation 
with Scaffa on the morning of Tuesday, 
Oct. 6, the unknown man called Scaffa 
three additional times on that day, but 
he did not succeed in finding Scaffa in 
until the last telephone call, which was 
made about 4 P. M. In the talk which 
then ensued between Scaffa and the un- 
known man, Scaffa told him that the 
insurance company would pay a reward 
of approximately 10 per cent. of the 
value of the stolen jewelry. The = un- 
known man then told Scaffa that he 
would call him up again the following 
morning. 

On the following morning—Wednes- 
day, October 7—at about 9 o’clock, the 
unknown man again phoned Scaffa at 
his office. When assured again that a 
reward of approximately 10 per cent. 
would be paid for the return of the 
jewelry, the unknown man stated that 
he would telephone to Mr. Scaffa at 
about 12 o’clock noon. 

Following this telephone talk, Scaffa 
went to the office of Chubb & Son and 





received from Mr. Powell the sum of 
$05,000 in bills of large and small de- 
nominations, which was the money to 
be paid for the return of the jewelry: 
At 12 o'clock noon that same day the 
unknown man again telephoned to 
Scaffa and an appointment was made 
to meet at the Prince George Hotel. 
Scatfa told the unknown man how he 
would dress, in order to enable the un- 
known man to recognize him. At about 
twenty minutes past twelve, Scaffa ar- 
rived at the Prince George Hotel and 
was met in the lobby by the unknown 
man. They ‘thereupon repaired to a 
room upstairs, which had been engaged 
by Scaffa for the occasion. In that room 
the unknown man turned over to Scaffa 
all of the stolen jewelry, with the ex- 
ception of the hand bag and the money, 
amounting to about $70, which was in 
the hand bag at the time it was stolen. 
The articles of jewelry were intact and 
were contained in an ordinary piece of 
manila wrapping paper. Mr. Scaffa 
looked at the jewelry, assumed they 
were the genuine articles which had been 
stolen from Mrs. Donahue, and paid 
over to this unknown man the $65,000 
in cash. They then parted. 

Detective Denies Knowing Thief 

The name given by the unknown man 
to Scaffa was Sam Layton. Mr. Scaffa 
professes to have no other clues as to 
the identity of the 


man, although he 
feels quite certain that the name given 
to him was an assumed name. Mr. 


Scaffa further professes to- 
other knowledge of the man’s identity 
nor of his whereabouts. Scaffa admit- 
ted that at no time did he inform the 
public authorities of the negotiations for 
the return of the jewelry, nor commu- 
nicate with them in any way until after 
the return had been effected. Scaffa 
claims that on Friday, October 9, this 
unknown man again called him up on 
the telephone, and having been assured 
that a further reward of $5,000 would 


have no 


* handles 


be paid by the insurance company for 
the apprehension of the thief or thieves, 
he told Scaffa that he hoped within a 
few days to be able to give Scaffa such 
information as would lead to the arrest 
of the thief. That apparently is the last 
that Scaffa has heard of this unknown 
man. 





H. G. GUEMPEL TO WED 

Herbert G. Guempel, New Jersey 
special agent for The American of 
Newark, will marry Miss Mildred Hoag- 
land, a typist at the American, on Octo- 
ber 24th, at the bride’s home, 125 Sey- 
mour Avenue, Newark. . They will spend 
their honeymoon at-> Montreal and 
Niagara Falls, and will be at home after 
November 15th at 68 Kuna Terrace, 
Irvington, N. 


PIKE LEAVES KNOX AGENCY 


Edward T. Pike, manager of the 
fidelity and surety department of the 
R. C. Knox agency Hartford, Conn., 
general agents of the Affiliated Aetna 


Companies, has resigned and will go to 
Florida to handle the sales contract of 
Fair Haven syndicate at Safety Harbor, 
Florida. 

Mr. Pike became associated with the 
Aetna Life and affiliated companies over 
thirteen years ago. 


PALMETTO INJUNCTION 

Holding that automobile dealers are 
not insurance agents, the Palmetto In- 
surance Company was this week denied 
in the Federal Court in Ohio an in- 
terlocutory injunction against Harry L. 
Conn, commissioner of insurance. Mr. 
Conn has ruled that group insurance 
of automobiles was illegal in Ohio fol- 
lowing his investigation of the Chrys- 
ler-Palmetto deal. . 


DENIED 


REINSURES FIRE RISKS 
The Northwestern National of Mil- 
waukee announces that all its fire and 
tornado business in Virginia and North 
Carolina has been reinsured with the 


Southern Home of Charleston, S. C. 
Automobile insurance’ will, however, 
continue to be written by the North- 


western in those two states. 


OPENS COAST BRANCHES 

The Salvage Adjustment Corporation 
of New York City has opened a Pacific 
Coast branch with Rapp & Co. of San 
Francisco and W. |. Baring of Los 
Angeles as managers. The corporation 
special risk losses as well as 
general fire and marine lines. 


ADMIT TRANSCONTINENTAL 

The Philadelphia Fire Underwriters’ 
Association has announced the election 
to membership of the Transcontinental 
of New York, whose executive office is 
in Chicago. 
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- M. M. Appeals 

The Mohegan Case 
SAYS THE TRIAL COURT ERRED 
Contends Plaintiff Did Not 


Amount of Loss; 


Prove 
Interpretation 
of a Valued Policy 


the New 
has heard 


The Appellate Risin of 
York State Supreme Court 
the appeal in the case of the Northland 
Navigation Company against the Amer- 
ican Merchant Marine Insurance Com.- 
pany, the latter appealing after judg- 
ment in the lower court was given to the 
plaintiff. The appeal is from a judg- 
ment for $59,072 on verdict for plaintiff 
in action on a 


policy of marine insur- 
ance. The defense was: First, that the 
policy contained the following war- 
ranty: “To be insured, lost or not lost, 
at and from Paramaribo to Rio de Ja- 
neiro, but to sail within ten (10) days 
from June 20, 1919"; that the Mohegan, 
the ship in question, did not sail from 
Paramaribo until July 3, 1919, and that 


the policy of insurance became null and 
void when the steamship Mohegan failed 
to sail from Paramaribo within ten days 


from June 20, 1919. -Second, that the 
Mohegan put into port of Paramaribo 
because of structural and other defects 
occasioning her unseaworthiness and 
due to any peril of the sea or by any 
cause to give rise to a claim in general 
average of the ship as against the cargo 
of said vessel. 


Appellant contends that the trial court 


erred in denying the motion to dismiss 
on the ground that plaintiff had failed 
to prove the amount of its loss. Defend- 
ant’s agreement was that it should not 


be liable for any damage to the ship or 
cargo, but should only pay the difference 
between the value of the property which 
arrived and the amount of the disburse- 
ments. In construing the policy it must 
constantly be borne in mind that the in 
surance was not on ship or cargo, but 
only on the intangible interest which the 
plaintiff had -by having in- 
curred general average disbursements, 
which constituted a lien on the ship and 


reason of 


cargo. Defendant's undertaking was to 
pay to the plaintiff the amount of its 
loss by reason of the arrived values be- 


ing insufficient to pay the amount of the 
plaintiff's disbursements. It was error 
to refuse to dismiss on the ground that 
there had been a breach of the sailing 
warranty in the policy. 

Respondent contends that the policy in 
suit being a valued policy, proof of the 
items of damage or disbursements is un- 
necessary. The conditions as to date of 
sailing provided in the policy were 
plied with. A policy of insurance, 


com- 


like 


any other contract, should be construed 
so as to give it effect rather than to 
make it void, and where there is no 


repugnancy between 
whether written or 
such cases should undoubtedly be given 
to every part of the instrument. 

D. Roger Englar, Henry B. Potter and 
M. P. Detels for appellant; Joseph F. 
Engel and Jacob B. Engel for respon- 
dent. 


two provisions, 
printed, effect in 


MARINE BOOKLET 
The Insurance Society of New York 
has published a short sketch of the his- 
tory and principles of marine insurance 


by William D. Winter, vice-president 
of the Atlantic Mutual. This publica- 
tion is one of the Howe Readings on 


Insurance. 





G. H. LANDRY ARRIVES 


G. H. Landry, general manager of the 
Baltica of Copenhagen, Denmark, ar- 
rived in New York City last week for 
a short visit. 


MAY CHANGE CANADIAN RATES 


Plan to Sesion St. John Rates With 


~ Halifax; Portland, Me., Enjoys 
Advantage 
It is certain that, remembering 


especially that the suggestion was made 
by the Imperial Shipping Committee, 
marine underwriters, Lloyd’s wish to 
give effect, if practicable, to the proposal 
that, for insurance purposes, the port of 
St. John, N. B., should be put on an 
equality with Halifax, N. S. 

Last year the committee succeeded in 
securing from underwriters special con- 


cessions respecting Halifax and other 
matters, because the committee’s im- 
partiality was unquestioned. Earlier 


proposals did not carry the same weight, 
as they were obviously inspired by par- 


ticular interests, and underwriters main- 
tain that their attitude toward naviga- 
dion in certain North American waters 
has always been fair, and that facts and 
casualties speak for the mselves. When, 
however, the Imperial Shipping Com- 
mittee, in its preliminary report last 
fall, made certain suggestions, which, i 
was believed, underwriters might adopt 


without serious loss and would help to 
promote good feeling among the insured, 


these were gladly accepted. ; 
In its second report, issued in June 
last, the Imperial Shipping Committee, 


“having regard to all the circumstances,” 
suggested that the Joint Hull Committee 
(of underwriters) might give considera- 
tion to the position of St. John under 
what is known as the British North 
American Warranty. It pointed out that 
even if there were a slightly greater 
risk in approaching St. John than in 
entering Halifax, there were similar dif- 


ferences of risks as between the ports 
of the United States range, as, for in- 
stance, between Baltimore and New 
York. The trade of St. John is largely 
a liner trade, and the liners are, of 
course, not subject to the warranty. 


According to statistics supplied by the 
Can: 9 Marine Department, through 
the St. John Board of Trade, the months 
in which fog is most prevalent between 
Cape Sable and Partridge Island, St. 
John, are from May to September, and 


fogs are very much rarer during the 
winter months. The winter months are 
the busy period for the port, owing to 
its greater use then in consequence of 


the closing of the St. Lawrence by ice. 
So, natural conditions and circumstances 
combine in this way during the winter to 
the geet ne of the port. 

The John Board of Trade has been 
Pas sche yf ae the port should not be at 
a disadvantage as compared, especially 
with Portland, Maine, these two ports 
being terminals of the competitive 
Canadian railway systems. It should 


always be remembered that the additional 


rates quoted for navigation in certain 


special precautions are, 
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AUTO CLUBS GO TO COURT 


Two Dteletens of ew York Ass’n Fight 
Over Funds; Brown Still Supports 
Insurance Plan 


Arrangements are being made for a 
legal battle in the courts over the rights 
to the organization name and its funds 
by the two factions of the New York 
Automobile Association which split dur- 
ing the annual convention at Lockport 
recently. 

President Oscar Brown of Syracuse, 
who forced the split through his insist- 
ance on precipitating the organization 
into the field of fire and casualty in- 
surance remains firm in his stand and 
observers cannot see how anything other 
than a permanent split can be hoped for 
so long as Mr. Brown retains his lead- 
ership over the clubs of New York City, 
Syracuse and Buffalo, the three largest 
in the state. 

One obvious fact that has developed 
since the split is that not even the clubs 
of the three cities which remained loyal 
to Brown are ‘united in support of the 
insurance scheme. In fact, there is a 
marked division of opinion on this point 
in the clubs of all three cities men- 
tioned and those members that are op- 
posed to insurance being handled by the 
association or its officers in competi- 
tion with the legitimate insurance agen- 
cy will fight every step of the way. 


TO WRITE LLOYDS’ HISTORY 


At the request of the Committee of 
Lloyds, Charles Wright and C. Ernest 
Fayle are to write the complete official 
history of Lloyds from its coffee-house 
origin in the 17th century to the pres- 
ent day. Mr. Wright has been an un- 
derwriting member of Lloyds for over 
30 years, and has taken a keen interest 
in the corporation, both from the stand- 
point of practical business and from 
that of historical development. Mr. 
North American waters only affect 
“tramp” steamers, whose masters, visiting 
these waters perhaps occasionally, cannot 
be expected to have the same familiarity 
with the conditions of navigation as the 
officers of liners constantly passing 
through them, while on the large liners 
of course, taken. 
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AUTOMOBILE INSURANCE 


United States Merchants & Shippers Insurance Co., New York 
Admitted Assets, $4,678,186.54 


Tokio Marine and Fire Insurance Co., Ltd., Tokio 
Admitted Assets, $6,601,491.37 


Indemnity Mutual Marine Assurance Co., Ltd., London 
Admitted Assets, $1,343,609.65 


WRITE FOR OUR AGENCY PROPOSITION 

















en, 
Fayle’s capacity for historical research 
and lucid presentment are known by his 
work on seaborne trade produced for 
the Historical Section of the Committee 
of Imperial Defense. In an announce. 


ment just issued the Committee of 
Lloyds says it wil be grateful if an 
person possessing letters, documents, 


plans, portraits, etc., bearing on the ear- 
ly history and development of Lloyds 
will submit them for inspection. They 
will be carefully returned after examina- 
tion. 





END CANAL HEARINGS 


Marine Men Hope for Additional Safe. 
guards Against Loss to Cargo on 
the Canals 

Buffalo marine 
hope for a 
Barge Canal 
conducted by 
which has just 
at Buffalo. 

A great deal of testimony was of- 
fered at Buffalo in favor of additional 
canal safeguards and also steps to bring 
about a greater usefulness of the canal 
to the shippers. 

In the opinion of marine men canal 
shipping could be vastly increased if 
proper steps were taken to make the 
canal accessible to more manufacturers 
and also to insure stiffer competition 
with the railroads. This would mean in- 
creased premium volume on marine in- 
surance. It would also undoubtedly 
mean a reduction in the present hazards 
as the creation of a greater interest in 
canal shipping would bring about the 
adoption of many safeguards not now in 
use. 


insurance _ interests 
favorable outcome of the 
investigation now being 
the canal commission, 
completed its hearings 





MAY SALVE “EGYPT” GOLD 





Story Involves Japanese Salvors: Lloyds 
List Publishes Denial of the Rumor 


A recent report to the effect that 
Japanese salvors are about to attempt t0 
recover the gold from the sunken Penin- 
sular & Oriental liner Egypt, which lies 
in 66% fathoms of water off Ushant, 
has aroused great interest in British 
underwriting circles. 

“Lloyd's List” recently published an 
authoritative statement that there 1s 0 
foundation for this report, and gave some 
interesting details of the arrangements 
which have been made in connection 
with the salvage operations. It appears 
that the Gothenburg Towage & Salvage 
Co., which carried out operations that 
resulted in the discovery of what is be- 
lieved to be the wreck of the Egypt, i 
1923, will not continue the work, which 
is being undertaken by a French con- 
cern. The actual diving operations are 
to be carried out by German sub-con- 
tractors, and a special diving dress will 
be used with which experiments at a 
greater depth than that in which the 
Egypt is believed to lie have success- 
fully been carried out. P 

The Egypt sank after collison with 
the steamer Seine in May, 1922, when 
she was carrying specie to the value . 
£1,089,000 ($5,445,000), of which £839, 00" 
($4,195,000) was in gold, the balance be 
ing in silver. The loss is said to be the 


largest ever experienced by Lloyd’s ut 
derwriters, the bulk of the insurances D© 








ing placed with them. 
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Luncheon to Young E. Allison 
A. sentimental 
tion at the convention in Louisville last 


and. enjoyable’ fune- 
week of the American Life Conven- 
tion (an organization of about one 
hundred and forty life insurance com- 
panies,) was a luncheon to Young E. 
Allison of the “Insurance” Field” by 
four men whom he started in the news 
paper profession. (Some people call it 
a profession. ) 

They are Cyrus K. Drew, editor of 
“The Insurance Report;” E. J. Wohlge- 
muth, publisher of “The National Under- 
writer;” W. W. Mack, editor of “The 
Weekly Underwriter;” and the editor 
of The Eastern Underwriter. To all of 
these men Mr. Allison has been a liter- 
ary hero, guide and philosopher. Mr. 
Allison has spent fifty three years of 
his life in the newspaper business, start- 
ing in Evansville, Ind., and he has been 
a credit to journalism in every sense 
of the word. !ncidentally, he has found 
time to write several books, including the 
life of Stephen Foster, the song writer. 

Once he wrote a comic opera which 
the Bostonians produced. He has never 
lost his faith in human nature or in 
books, and despite all the honors which 
have been heaped on  him—including 
many offers to desert Louisville for the 


more intense and highly competitive 
literary marts—at salaries which most 
men would not resist—has stuck to the 


Kentucky metropolis where he has in- 
numerable friends and = cronies, no 
enemies, peace of mind and is in that 
enviable position of being able to write 
to suit his own fancy, with duties and 
subjects of his own chosing. 
* Ok Ok 
Personal Letters to W. P. Chrysler 
Insurance men who own Chrysler cars 


or have considered buying them are 
writing personal letters to Walter P. 
Chrysler, president of the Chrysler 


Motor Car Co., Detroit. Two of these 
letters, one written by Joel Tuttle, of 
Des Moines and the other by Frank W. 
Spencer of Omaha follow: 

Dear Sir: 

I wrote you on August 10th in relation 
to the plan of insurance which you have 
Mmaugurated wherein the local agent is 
deprived of the opportunity to cover first 
year Chrysler cars. I am disappointed 
m that I have received no reply. It 
would seem to me that a.Chrysler owner 
now using his second car, who is like- 
Wise intensely interested in the proper 
marketing of insurance, would be en- 
titled to some word from you as to the 
Justification of the program you have 
undertaken, : 
_,| am in hearty sympathy with your 
idea of unproving the financing arrange- 
ments of automobiles, but this matter, 
I believe, can be handled with equally 
as much economy to the buyer and yet 
allow him to purchase his insurance 
locally provided the insurance purchased 
's of an approved character and is 
Written on terms properly protecting the 
interests involved. I might suggest that 
the great life insurance companies en- 





gaged in loaning money on real estate 
for their own protection often find it 
advisable to submit to their field man 
a list of acceptable fire and tornado in- 
surance companies together with an 
approved form of subrogation clause to 
be attached to policies. These companies 
have never found it necessary to or- 
ganize a central insurance bureau for 
the handling of their tremendous loan 
interests. It would seem to me that it 
would be no more necessary to your 
business to do this than theirs. 

I hope to hear from you and [I again 
express the hope that for the good of 
your business and for the good of the 
insurance business in general that your 
plan will be wholly abandoned. 

Yours truly, 
JOEL TUTTLE. 
Dear Mr. Chrysler: 

My family has begun to feel the need 
of a new car. By instinct, presumably, 
auto dealers in this vicinity have become 
cognizant of this fact and have made 
numerous calls upon me in an endeavor 
to get me behind the wheel of “the 
best automobile on the market for the 
money.” 

It is indeed a revelation to’ a layman 
like myself, to note the tactics pursued 
by these conscientious gentlemen. Each 
one has in his kit the plans and specifica- 
tions provided him by his factory, and 
without a doubt, his car is the best that 
money can buy. : 

Truly, my preference has been for the 
Chrysler. 

First, my attention was attracted to 
it by a splendid campaign of advertising. 
Shortly it appeared upon our highways 
and the multitude proclaimed it the 
eighth wonder of the world. Those who 
drove it insisted there was not its equal 
in performance. The world was truly 
better because of the Chrysler—success 
for the car was assured. 

Then, suddenly it was flashed to the 
world that possibly all was not well. 
Something must be done to create de- 
mand for the new product. Instead of 
green trading stamps the honorable pro- 
fession of insurance was chosen as the 
most likely to draw fire from the masses 

therefore, insurance for bait. 

Cannot the Chrysler stand upon its 
own merits? Or, is an added induce- 
ment necessary to make it saleable? 


Very truly yours, 
FRANK W. SPENCER. 


* * * 


Special Editions 

“The Indicator” of Detroit devotes 
its leading editorial in the current edi- 
tion to special issues of insurance papers 
and discusses several which have been 
gotten out recently. It says in part: 

“We have received a number of spe- 
cial issues of insurance journals, all ex- 


cellent and well worth preserving. The 
Annual Gold Book of Life Insurance 
Selling, from Tue Eastern’ UNper- 


WRITER, is always excellent, but the 1925 


edition seems to be better than its pre- 
decessors, and filled with some of the 
best canvassing material available. The 
Southern Underwriter has issued its an- 
nual Fire Prevention number, containing 
many valuable statistics on fire losses, 
and much important information on Fire 
Prevention. The Diamond Jubilee edi- 
tion of the Pacific Underwriter is the 
last word in local historical information 
as it relates to insurance and banking. 
It is filled with valuable data on the 
financial progress of California, along 
these lines since the advent of the 
‘Yankee’ down to the present time, and 
must have taken an immense amount of 
research work to compile.” 
* OK 


Stockholder Liable for Note 

That a stockholder is liable for a note 
given in payment of stock in a com- 
pany that afterwards went in the hands 
of a reeciver has been decided at Grand 
Rapids, in a test case brought in that 
city to determine the liability of a 
number of subscribers to stock in the 
now defunct Peninsular Fire Insurance 
Company, of which the Grand Rapids 
Trust Company is the receiver. The de- 
cision was given by Circuit Judge Willis 
B. Perkins, who ordered the defendant, 
H. R. Greer, former Northern Michigan 
banker, to pay a note of $750 which he 
gave for stock, and interest from July 
1, 1919. This decision will affect sub- 
scriptions amounting to some $50,000. 
In his decision Judge Perkins states that 
the insurance company was insolvent be- 
fore the appointment of the receiver, 
and that practically all of the indebted- 
ness had been created since the execu- 
tion and delivery of the promissory note, 
to collect on which the suit was brought, 
says “The Indicator.” 

The court held that if the claim of 
Geer that the execution and delivery of 
his note was induced by fraud be true, 
he knew of such fraud when he refused 
to pay it and should have then taken 
some steps to assert his claims or to 
repudiate his contract. Not having as 
serted his claim of fraud in any formal 
manner until long after the insolvency 
of the corporation, Geer cannot 
press such a claim, he said. 


now 


* * * 


Non-Cancellable Insurance 

Two prominent insurance companies 
are gathering data jointly in reference to 
non-cancellable accident and health in- 
surance, the companies being the Pacific 
Mutual and the Continental Casualty. 
It is reported that their survey will be 
finished by the end of the year and that 
the information obtained will be avail- 
able to representatives of the American 
Life Convention, which last week held 
a meeting in Louisville. 

The American Life Convention last 
week turned out to be one of the most 
smoothly run meetings that has been 
held recently in the insurance business. 
There was no friction of any kind. 

kk Ok 
Darrow Debate Off 

Clarence Darrow, the famous Chicago 
lawyer, is not to debate on “Babbits” 
with John A. Stevenson, vice president 
of the Equitable Life Assurance So- 
ciety, at the big banquet of the Asso- 
ciation in Chicago on November 17th. 
Instead, the committee of newspaper 
men in charge of the banquet have ar- 
ranged a more attractive program as it 
developed that the “Babbitt” idea would 
not work out satisfactorily. 

* * * 
52 Years with Organization 

Exactly fifty-two years ago George 
Magnus joined the forces of the Fidelity- 
Phenix Fire Insurance Company as an 
office boy. With the exception of cus- 
tomary vacations he has been going to 
work every day since that time. From 
point of service, he is veteran of the 
Fidelity-Phenix establishment. 

Mr. Magnus’ experience in fire in- 
surance has been rather extensive based 
on the present standards of specializa- 
tion. During his career, he has solicited 


————— 





business, worked in the accounting de- 
partment, done work in the reserves 
division, personally delivered renewal 
policies and has worked on collections. 
For years he was an examiner of con- 
siderable ability in New York State ter- 
ritory outside of New York City. 

Upon occasion of his fiftieth anniver- 
sary in fire insurance he was tendered 
a reception and given fifty roses by his 
associates. His hobbby is poetry, and 
one of his poems was recently printed 
in the company’s bulletin. 


a 
A Lot Can Happen In A Fortnight 
A New York insurance man who 


was in the West for two weeks returned 
to find that buildings on the North side 
of Fulton Street which were standing 
when he leit are now represented by a 
vacant lot on which the Royal Insur- 
ance Company will build; and that a 
vacant lot on John Street is now cov- 
ered with about ten stories of skeleton 
structure for the new building of the 
National Board of Fire Underwriters. 

They build and destroy as if by magic 
in this town. 

x * x 


American Cities Growing Fast 
Repeat visitors to American cities are 
greatly impressed by the growth of those 
cities, and there is no doubt in the 


world that nearly all of the leading 
American cities are riding on a tre- 
mendous wave of prosperity. This 


prosperity is particularly noted in De- 
troit. For some time Detroiters have 
claimed that the city had over 1,000,000 
population and the recent census figures 
bear out that statement as, at the pres- 


ent time, it has more than _ 1,300,000 
population. 
Nobody seems to know what the 


population of New York is. It is 
estimated all the way from 7,000,000 to 
10,000,000 the latter figure being arrived 
at by claiming that the hundreds of 
thousands of people living in Connec- 
ticut, northern New Jersey and the far 
end of Long Island are really New 
Yorkers as they are practically living in 
this city. Cincinnati not seem to 
go ahead so fast as other cities, from 
the looks of the census, but natives 
there claim that one reason for this is 
that Cincinnati is largely deprived from 
a large part of its suburban population 
from a census standpoint because so 
many people work in Cincinnati and live 
across the river in Kentucky towns. 
Louisville is another city that is show- 
ing considerable strides. At one time 
the distillery industry was the greatest 


does 


there. But the decline of that industry 
has seemingly had no effect on Louis- 
ville. 


TO AID SAFETY CONGRESS 

The governing committee of the Com- 
pensation Inspection Rating Board of 
New York has expressed itself heartily 
in favor of accepting the invitation of 
the Labor Department of New York to 
cooperate with it in its Ninth Annual 
Safety Congress that is to be held at 
Syracuse, N. Y., on November 30. The 
committee recommends that members ot 
the Board cooperate with the Depart- 
ment through a special committee com- 
posed of stock and mutual carriers, the 
members of the committee to be ap- 
pointed by the stock and mutual groups 
respectively., 


NEWCOMB WITH HARTWIG MOSS 





Warren T. Newcomb has joined the 
Hartwig Moss Insurance Agency of 
New Orleans as director of the marine 
division. He will take over his duties 
on November 1. Mr. Newcomb is well 
known in New York City, especially 
in average adjusting circles, as he has 
had nearly twenty years of experience 
in New York, Boston and New Orleans 
with various brokerage offices. For the 
last several years he has been with the 
New Orleans branch office of Francis 


C. Carr & Co., brokers and adjusters. 
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Departmental Action 
Taken in Michigan 


AIMS TO CONTROL PRACTICES 


Ruling of Insurance Commissioner De- 
signed to Stop Compensation Rate 
Cutting in That State 


Preliminary steps have been taken by 


the Insurance Commissioner of Michi 
gan to control the compensation situa- 
tion in Michigan and eliminate improper 
rating practices by the issuance of a 
ruling providing that all companies 
writing compensation insurance in that 
state must file fer every risk in which 
they use schedule or experience a com- 
plete schedule of the rate make up of 
each of such risks written in the state. 


It was further requested that the com- 
panies submit their views concerning the 
ruling. 

The 


sioner is 


Michigan Commis 
looked upon by underwriters 
as being one step in the right direction 
for bringing about better control and 
regulation by the Department of com- 
pensation rates in Michigan and_ they 
believe it will undoubtedly result in the 
elimination of improper rating prac- 
tices. 
As a 
views of the 
tion and_ liability 
National Bureau ot 
Underwriters letter to member 
companies operating in Michigan, rec- 
ommending the adoption of a procedure 


ruling of the 


request for the 
companies the compensa- 
department of the 
Casualty & Surety 


result of the 


sent a 


which will meet with the requirements 
of the Michigan Commissioner. 
Procedure Outlined 
The letter says: 


“All Bureau companies are required 


to write workmen’s compensation busi- 
ness in the state of Michigan on the 
basis of the basic manual of classifica- 


promulgated by the 
Council, the industrial com- 
pensation rating schedule, 1923 and the 
experience rating plan, 1923. The rating 
plan and the manual have been filed 
by the National Council with the Michi- 
gan insurance authorities on behalf of 
all bureau companies. The filing of rat- 
ing data and promulgation of rates on 
individual risks is handled through the 
Detroit office of the National Bureau and 
through this office in case of interstate 


tions and 


National 


rates 


risks involving Michigan operations. 
“Because of this centralized filing of 
risk rating data, we suggest that the 


recommend to the 
Commissioner ap- 


bureau) companies 
Michigan Insurance 
proval of a procedure whereby copies 
of rating data on individual risks will 
be available to the Insurance Depart- 
ment at any time on specific request to 
the National Bureau and that the com- 
panies not be required under these cir 
cumstances to file with the Department 
copies of rating data on every individual 


risk which is written at other than 
manual rates. The Commissioner of 
Insurance has been prompted to take 
this action because of complaints re- 


ceived in regard to rate cutting. 
believe the procedure suggested by the 
Bureau will serve the purpose which the 
Commissioner has in mind.” 


We 


The letter of the Michigan Insurance 
Comm ssioner to the insurance com- 
panies reads as follows: 


Commissioner’s Letter 
~ “Becsuse of the many complaints that 
this Department has received in the 
past, due to rate cutting on workmen’s 


compensation insurance, this Depart- 
ment has found need of enforcing more 
strictly the law as it appears on the 
statute books of this state. 

“T will refer you to Section X, Sub- 
division 2, Part 5, of the Insurance Laws 
of Michigan, in which you will note the 


law calls for a filing not only of the 
normal premiums or basic manual pre- 
miums but also of reasonable percen- 


upon such 
the said nor- 
dimin- 
and 


made 
below 
increased or 
classifications 


tages of allowance 
premiums above or 
mal premium for 
ished hazard in said 
risks. 
Therefore, in 
compensation business in 


fact that 
state 1s 


view of the 
this 


increasing by leaps and bounds, as it 
is in other states, the Commissioner of 
Insurance has ruled that all companies 
writing this line of insurance in Michi- 
gan must file for every risk in which 
they use a schedule or experience rat- 
ing or any other premium rate which 
fixes the final premium either above or 
below the basic manual rate, a com- 
plete schedule of the rate makeup on 


each of such risks written in this state. 

“This will, we think, tend to do away 
with unethical conduct in the business. 
It not only will help the individual 
policyholder but it will, we hope, help 
the companies even more. I would be 
pleased to receive your ideas on_ this 
matter even though it is compulsory for 
the companies operating in Michigan to 
carry out this law. 


NOT UNDER CONTEMPLATION 


Vice-President Johnson, Massachusetts 
Protective, Says Company Will Not 


Adopt Participating A. & H. Plan 


From Vice 
son of the 


President William C. John- 
Massachusetts Protective As- 


sociation THe Eastern UNDERWRITER 
has received a letter saying the com- 
pany has not under contemplation the 


feature re- 
accident and 
Says: 


adoption of a 
lative to non-cancellable 
health insurance. He 

“We acknowledge your letter in which 
you state you understand we have under 
consideration adding to our non-can- 
cellable accident and health policies the 
participating feature under which the 
policyholder would receive at the end 
of a designated period the return, in 
whole or in part, of premiums previous- 
ly paid. We not only have no such plan 
under contemplation, but 1 never even 
heard of such an idea as applied to acci- 
dent and health insurance. 

“T have not given the subject mature 
consideration, but it seems to me that 
such a guarantee of premium return 
would be a pure endowment feature, 
which could not be issued under the 
charter of an accident and health com- 
pany, but which could only be issued by 
a life insurance company. It is true 
that some life insurance companies have 
their accident and health departments, 
but the requirements as to Standard 
provisions, on the one hand under acci- 
dent and health policies, and on the 


participating 
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Lloyds Jewelry Case 
Settled Out of Court 


SUED REPRESENTATIVES 


Action Grew Out of Arrest of Sarah L. 
Robertson for Alleged Fake 
ned — 


HAD 


Sarah L, 


Robertson, al Deal Beach, N. 
J. has 


settled out of court her cases 
_ against the London Lloyds detective, 
Girard Luisi, and London Lloyds Ad- 
juster, James Luttrell, of Toplis & 


Harding. 

In February 1922, Mrs. Sarah L. 
Robertson was robbed by a masked 
burglar of her jewelry at her home at 
Deal Beach. Lloyds, through Luisi = 
Luttrell, had her arrested for staging 
fake hold-up and while she was in jail, 
the press was given word that she had 
confessed to the fake hold-up and had 
returned the jewelry. Yet, when the 
case came to trial, she was acquitted by 
the jury. 

Later she sued London Lloyds and 
obtained a judgment against them for 
$28,000, which in the course of time 
Lloyds paid. She then commenced action 
in New York against Luisi and Luttrell, 
claiming from each of them $50,000 in 
damages for slanderous statements which 
they had given voice to. In addition to 
this, she commenced in New York against 
many of the New York dailies actions for 
libel, claiming in damages over $1,000,000. 
The libel actions are now pending before 
the New York courts but the two slander 
actions against Luisi and Luttrell have 
been settled by a substantial payment on 
the part of the defendants. 

Messrs. McCarter & English repre- 
sented Mrs. Robertson in her New Jersey 
William Otis Badger, Jr., Milo 
Otis Bennett and Paul D. Compton repre- 
sent her in the New York litigation. 


cases. 





R. H. Towner, manager of the Towner 
Rating Bureau, is expected back shortly 
from his business trip in the West where 
he has been paying his respects at the 
head offices of his member subscribers. 





wthee as to provisions in contracts which 

can be issued under a life charter, are 
such that [I doubt whether it would even 
be practicable for a life insurance com- 
pany, with an accident and health de- 
partment, to amalgamate a pure endow- 
ment feature with accident and health 
features in an accident and health con- 
tract.” 


Gets Out Flexible 
Valuation Contract 


ZURICH GENERAL’S POLICY 


Under New Form a Maximum Capital 
Sum Valuation Is Placed Upon 
Entire Body 


The Zurich General Accident and 
Liability is issuing a new accident policy, 
which is a flexible valuation contract, 
It is issued to men between the ages 
of 18 and 55 and caries double indemni- 
ty. The feature of the contract is the 
fixing of a capital sum, which is, as the 
company points out in its circular, a 
valuation or “capitalization” of 
sured’s physique. 


an in- 


Under this policy a maximum capital 
sum valuation is placed upon the entire 
body. Fixed percentages of that valu- 
ation are paid in lump sums for per- 
manent bodily impairments, regardless 
of whether the insured may or may not 
be able thereafter to follow an occupa- 
tion. Loss of use is covered on the 
same basis as loss by amputation. 

fhe annual premium of a $10,000 and 


$20,000 policy is $92. A man’s life is 
valued at $10,000/$20,000; his _ bodily 


members at $20,000/$40,000, and his daily 
ability to work at $10/$20. 

The contract pays $20,000-$40,000 for 
permanent disablement of bodily mem- 
bers, caused either by amputation or by 
loss of use, within 365 days following in- 
jury, and $10-$20 per day for disability 
preceding such permanent disablement. 
The percentages of the maximum capital 
sum (valuation of the entire physique) 
payable for various degrees of impait- 
ment are as follows. (The amounts 
specified below are based on the capital 
sum of $20,000, and are therefore sub- 
ject to be doubled under the double 
capital sum of $40,000.) 


Percentage Payments 
” 


i) 
Ankle—Complete and permanent loss 
of the use of: - 
ERMGr AM cciisecescisccesvcede 20—$ 4,000 
Arm—Loss _ by amputation at or 
above elbow joint or complete 
and permanent loss of the use of: 
WUC AER) sieiscccs panesacsescnvees 60— 12,000 
ROIO TAME cicicrcdaca ue sataceswncees 50— 10,00 
Deafness—Complete and permanent 
deafness in 
RE ODED: vos ca vcnncardacreneene once 40— 8,000 
NIBO OED \siiscccvcncnccaneccscueeeseess 10— 2,000 


(Continued on page 31) 
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Comment on Plan of 
Metropolitan Casualty 


UNDERWRITERS UNDISTURBED 





Proposition Was Written Here First 
About Fifteen Years Ago; 
The Premium Rates 


Surety Underwriters are apparently 
undisturbed by the action of the Metro- 
politan Casualty in putting out a system 
for covering mercantile and industrial 
fidelity risks under a blanket form which 
includes all employes and at rates re- 
ducing according to the amount car- 
ried per individual with further deduc- 
tions for audits, and from all accounts 
do not intend meeting this competition 
by putting out similar forms. 

“One underwriter interviewed by THe 
EASTERN UNDERWRITER said: that about fif- 
teen years ago such a form was in use, 
and still is so far as some small Cana- 
dian companies are concerned, but had 
not been very successful in America. 
He further said that the Surety Asso- 
ciation of America has from time to 
time discussed with its members such 
a scheme, but that nothing other than 
discussion has heretofore resulted, the 
majority of the companies not favoring 


It. 

The premium rates of the schedule 
of the Metropolitan Casualty are: 

$5 for $1,000 per employee, with $11.25 
for $2,500 cover; $18.75 for $5,000 cover ; 
$22.50 for $7,500 cover and $25 for $10,- 


000 cover. These rates are reduced as 
follows: : 
“A discount of 10 per cent will be 


allowed if, within six months prior to 
the effective date of the bond, there 
has been an audit of the books and 
records of the employer by an approved 
public accountant, and if the audit in- 
cludes verification of the assets, includ- 
ing cash, securities, stock and accounts 
and notes receivable; and of the liabili- 
ties, including notes and accounts pay- 
able, and if a certificate of the account- 
ant and a copy of his comments be fur- 
nished.” 


Flexible Contract 
(Continued from page 30) 


the use of 





Right elbow 

Left elbow 
Eye—Complete and permanent loss 

of the sight of: 

RE (ONON iee cae cea es taeulae us 100— 20,000 

One eye, if removed ........... 30— 6,000 

One eye, if not removed .......... 25— 5,000 
Finger—lL.oss by amputation at 

metacarpo- phalangeal joint — or 

complete and permanent loss of 

the use of: 

Index finger of right hand ......12%4 2,500 

Index finger of left hand........ 8— 1,600 

Any other finger of right hand.. 8— 1,600 

Anv other finger of left hand... 6— 1,200 
Foot Loss by amputation at or above 

ankle joint or complete and_per- 

manent loss of the use of: 

WARMLY FOE Soo cccnasas sa cveetecndcs 40— 8,000 
Hand -Loss by amputation at or above 

wrist joint or complete and per- 

manent loss of the use of: 

Might Wad oo... cccecsscvcccccscc 60— 12,000 

RRC, WHINE oho eas ete ee 50— 10,000 
Hip—Complete and permanent loss 

of the use of: 

RMMOR Hip. seashore wodocuetsiioes 20— 4,000 
Knee—Complete and permanent loss 

of the use of: 

ee Re oe et a 20— 4,000 
Leg—Loss by amputation above knee 

joint or complete and permanent 

loss of the use of: 

RBIPEE? SIBEY <k coccannccaeescanesenes 50-— 10,000 
Shoulder—Complete and permanent 

loss of the use of: 

Right shoulder ...............0000. 20— 4,000 

Left. shoulder 2....0.0 15— 3,000 

Thumb—Loss by amputation at 

metacarpo-phalangeal joint or 

complete and permanent loss of 

the use of: 

Right 1 ll SO ae 4,000 
AR IM tinier Sa vcle sonea ac es 174— 3,500 
Toe—Loss by amputation at meta- 

tarsal-phalangeal joint or com- 

plete and permanent loss of the 

use of: 

ED a | a re 10— 2,000 

INS NER £00 acces sia caceckescs.cc. 3- ‘600 
Wrist—Complete and permanent loss 

of the use of: 

Right wrist ................ seatese 124— 2,500 

SE WEE csscsssncosccnscccscccea Se SD 
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T. J. FALVEY, President 
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Summons Served On 
City Service Mutual 


ENJOINS TAXICAB MUTUAL 
Insurance Department Report on Ex- 
amination Charges Irregularities; 
Impairment Amounts to $138,975 
A summons has been served on the 
City Service Mutual Casualty to show 
cause why it should not be taken over 
by the State Insurance Department and 
liquidated under Section 63. The com- 
pany has also been enjoined from 
further transaction of business pending 
the determination of the action. A re- 
port of the Insurance Department on 
the examination of the company by the 
department, accompanying the legal 
papers charged insolvency, it being 


claimed in the report that there is an 
impairment of $138,975 by excess liabili- 
ties over assets to that amount. 

The examination report sets up some 
charges of irregularities in the prac- 
tices of the officers of the operating 


agency company, who were also officers 
of the insurance corporation. 

It is shown that while the agency, 
the Transportation Underwriting Cor- 
poration, received commissions on the 
insurance corporation’s business during 
the eleven months ended July 31 last 
amounting to $104,807, an audit of the 
agency corporation’s accounts as_ of 
that date revealed a deficit of $6,930, 
although the agency corporation owed 
the insurance corporation at that time 
in excess of $18,793 for premiums col- 
lected and not remitted to the company. 


Had $50,000 Fund 

The City Service Mutual Casualty 
was incorporated under Article 10-B 
of the insurance law, and under authority 
of Subdivision 4 of Section 341-A a fund 
of $50,000 was contributed to complete 
its organization. This fund was sub- 
scribed by four persons and now stands 
to the account of Max Pasternak, $20,- 
000; Gertrude Klein, $10,000; Felix 
Prince, $15,000, and Mrs. Felix Prince, 
$5,000. The same parties owned the 
$10,000 stock of the operating agency 
corporation, which was issued not for 
cash but in consideration of its contract 
with the insurance corporation. 

It is then shown in the examination 
report that three of the above parties 
received $10,400 each per annum from 
the agency corporation and that the 





United States Casals | Company 


same, being officers of 
corporation, received from it salaries 
aggregating $28,600. It is also set forth 
in the report that because the insurance 
department in January 1925, objected to 
payments to the agency corporation of 
additional commissions of $10,376 in ex- 
cess of that provided for in the agree- 
ment with the insurance corporation 
and forced the refund of that amount, 
the agency corporation thereafter forced 
the insurance corporation to pay certain 
acquisition costs, which, according to 
the statement of the examiners, came 
upon the agency corporation under the 
terms of the agreement. 


the insurance 


Impairment Was $138,975 


The examination report shows that on 
July 31 last the City Service Mutual 
Casualty Corporation had total admitted 
assets of $240,840. The liabilities, which 
chiefly consist of unpaid claims, 
amounted to $379,815, thus showing an 
impairment of $138,975. The total in 
come from September 1, 1924, to July 
31, 1925, was $650,406, including $598, 
028 in premiums and the $50,000 con- 
tributed. The disbursements during that 
period totaled $357,966, of which $100, 
294 was losses paid, $104,807 was com 
missions to the agency corporation, 
$21,609 salaries to officers and $34,537 
for legal expenses. 

Among the other items shown in the 
expenses are $604 for cigars, $248 for 
theatre tickets, $272 for a wedding 
present to a broker, $150 for a dinner 
given to brokers and $1,119 for Christ- 
mas presents. The report also contains 
a table showing that the officers of the 
insurance corporation and the parties 
who advanced the $50,000 received from 
the City Service Mutual Casualty and 
the Transportation Underwriting Cor- 
poration salaries amounting to $71,593. 


BAYARD P. HOLMES SPEAKS 


Jayard P. Holmes, president and 
manager of the Hooper-Holmes Bu- 
reau, was the speaker at the monthly 


the and 


Automobile Un 


yesterday at Drug 
Club of the 
derwriters Club. Mr. Holmes spoke on 
“The Moral 


which he is thoroughly familiar because 


meeting 
Chemical 


Hazard,” a subject with 


of his many years’ connection with an 


investigation organization. 








Eighty Maiden Lane, New York 
Edson S. Lott, President 


Wants Six Additional 


Payroll Auditors 
Apply to 


Charles Newman, Chief Auditor 


> 


Casualty and Surety 
As a Profession 


ESSAY CONTEST ANNOUNCED 
President Burns of Maryland Offering 
Prizes for Best Contributed Plan 
for Attracting Young Men 
President 3urns) of the Maryland 
Casualty Company has offered a prize of 
$100 for the best contributed plan to 
attract young men to the casualty and 
bonding business, all manuscripts to be 
received not later than November 15, 
1925, and to be submitted in a sealed en- 
velope designated so that the contributor 
will be unknown. A prize of $50 for sec- 
ond best manuscript and a prize of $25 


for the third best will be awarded. No 
manuscript is to exceed seven hundred 
words. 


In discussing why this was done, an 
officer of the company said this week: 
“President Burns feels that the casualty 
and bonding business does not attract 
enough of the younger generation about 
to select a vocation, whereas the business 
is very much in need everywhere of new 
blood flowing in at the bottom that the 
conypanies and agents can build with. 
The business should be getting far more 
than it does of the type of young man 
that seems to naturally drift into the 
automobile, real estate and bond busi- 
nesses—all fields very much over-crowded 
and over-rated—whereas, the possibilities 
in the casualty and bonding business are 
unlimited, and for the amount of effort 
put forth and brains used I believe the 
returns are greater than in any other line 
of work. Further, as you know, the com- 
panies and agents are just aching to find 
the right kind of young men to promote. 


That sort of young man never has to 
worry about getting ahead in our busi 
ness.” 

The manuscripts will be judged by a 
committee of four newspaper men: Wil- 


liam S. Crawford of the “Journal of 
Commerce,” C. I. Hitchcock of “The In- 
surance Field,’ Charles M. Cartwright of 
“The National Underwriter,” and the edi- 
tor of THe Eastern UNperwriter, the 
latter being the chairman of the commit- 
tee and to whom the manuscripts are to 
be submitted. 


117 POLICIES IN ONE DAY 

John H. Sigler, a Travelers agent at 
Los Angeles, broke what is considered 
the world’s record for the largest num- 
ber of accident and health applications 
written in one day, on Wednesday, Oc- 
tober 14, when he secured orders for 
117 policies. Mr. Sigler began work at 
6:30 in the morning and stopped at 11 
o’clock at night. A remarkable feature 
of his performance, besides the large 
number of applications secured, is the 
volume of premiums involved—$4,433.95. 
The average premium per policy was 
under $30. Mr. Sigler has been an agent 
for The Travelers for several years and 
has always been a big producer of acci- 
dent business. Mr. Sigler is but twenty- 
nine years old. 





TO HOLD ANNUAL DINNER 


The Casualty and Surety Club of 
New York will hold its annual banquet 


November. il, at the Hotel Astor. At 
a meeting of the executive committee 
of this club last week a nominating 


committee .was elected and will report 
at the Club’s annual meeting some time 


in December. On the nominating com- 
mittee are the following: Chairman, 
W. G. Falconer, Norwich Union; John 


S. Turn, Aetna; Frank J. O'Neil, Royal; 
Thomas J. Grahame, Globe; and Paul 


Rutherford, Hartford Accident. 





F. C. Carstens, formerly assistant mana- 
ger of the forgery bond department of 
the National Surety in the home office, 
has been promoted to the position of 


manager of the uptown forgery bond 
sales office of the company. 
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Books for 1925-1926 


PUBLISHED IN THREE VOLUMES 


Reference Work Covers All Branches 
of Insurance and Gives Wealth of 
Statistical Information 


The Spectator Co., of New York, re 
cently issued “The Insurance Year 
Book” for 1925-1926 in three large vol 
umes, as compiled by its Research Bu 


Insurance These volume em 
brace about 4,000 pages, and are devoted 
respectively to life insurance; to casual- 
tv, surety and miscellaneous insurance, 
and to fire and marine insurance. His 
torical and statistical data of great im- 


reau ol 


portance and value to the insurance 
world have been compiled with great 
care and labor. The price of each vol 


ume is $20, either two volumes for $35, 
or the three for $50 


and miscellan 


includes 


surety 
volume 


The casualty, 


eous msurance reports 
of the various companies, a brief his 
torical sketch of each and comments on 


its administration and repute, statistics 
for five years and special tables show 
ing its premiums, losses, commissions and 
underwriting with ratios for 
class of business transacted and 
total business with underwrit- 
ing and investment profits and_ losses 
for 1924, and for the ten years past. 
Phere is also given a detailed list of the 
and directors of the different 
companies, statutory requirements, tab 
ulations showing the business and stand 
and mutual 


expenses, 
( ach 
for its 


officers 


ing for ten years of stock 


companies and reciprocals, lists of un 
derwriters’ organizations, retired com 
panies, various tables presenting the 
history and legislation on casualty in- 


surance and stocks and dividends. Stat 
istics of Canadian organizations are also 


given \ valuable section gives the 


premiums received, losses paid and loss 








ratio of each company on each class of 
business in each state. A monthly bul- 
letin keeps this volume up to date. 

The volume devoted to life insurance 
contains a report on each of the old line 
life companies and the larger assessment 
societies and fraternal orders, covering 
its history, comments on its administra 
tionvand progress, officers and directors, 
insurance written, reserve 
basis and other important information. 
The life insurance companies’ annual 
statements for 1924 are given in detail. 
The statutory requirements of the sev- 
eral states and territories as they apply 
to legal reserve life insurance compan- 
other states are given. Other 
features are a statistical history of each 
company, year by year, for twenty years; 
companies in the different 


classes o1 


les ol 


records of 


states, statistics of assessment societies 
and fraternal: orders, statistics of life 
insurance for fifty years, dividends to 


, industrial insurance, group 
insurance, retired companies, underwrit 
ers’ organizations, statistics of foreign 
companies, gain and loss exhibit and the 
statements and standing of life insur- 
ance companies in Canada 

The fire and marine volume embraces 
much historical data concerning each 
company, including information about its 
organization and progress, capital 
changes, surplus contributions , divi- 
dends, changes in control or plans, con- 
flagration underwriting results, 
board memberships, ete., together with 
opinions as to their standing and man- 
agement. <A statistical section embraces 
numerous tables, including short rate 
tables; tabulations showing results of the 


stockholders 


losses, 


fire insurance business for over sixty 
years; classification of premiums and 
losses; fire insurance stocks and divi- 


dends; lists of companies located in for 
eign countries, lists of retired compan- 
ies and underwriters’ organizations, pre- 
miums in important cities, etc. Another 
section is devoted to data on fire de- 
partments and water supplies in nearly 
3,000 cities and towns. There is also an 


LLOYD’S FORGERY POLICY 





New Form Also Covers Loss of Docu- 
ments; Intended to Appeal to 
British Public Concerns 


A policy has recently been drawn up 


at Lloyd’s under which may be cov- 
ered the risk of loss arising out of 
forgery of share transfers. The new 


policy is intended primarily to appeal 
to public concerns. 

The Courts have held that in the 
case of a transfer of shares on a forged 
document the company concerned is 
liable to make good the loss incurred 
by the purchaser victimized on the 
forgery being discovered and the right- 
ful owner’s name restored to the regis- 


ter. A number of law cases can be 
cited in which this decision has been 
given. 

The new policy, in addition to pro- 


viding immunity from the risk referred 
to, also covers loss on other documents, 
such as bills of exchange, powers of 
attorney, title deeds, checks, and bank 
or Treasury and paper currency 
which prove to have been forged or to 


notes 


have been stolen or presented for use 
by persons having either no title or a 
defective title to them. 


It is easier to teach a man the truth 
spout something regarding which Ige 
knows nothing than about something of 
which he has some general knowledge, if 
that knowledge is inaccurate.—‘Life 
Agents’ Primer.” 


The committee on adjustments of the 
National Board of Fire Underwriters 
met yesterday at the board rooms in 
New York City. 
extensive directory of insurance agents, 
attorneys and independent adjusters. A 
monthly bulletin keeps this volume up 
to date. 


ae 


STUDENTS FINISH COURSE 


Graduating Class of Aetna’s Bond and 
Casualty School Celebrates With 


Farewell Dinner 


The 1925 graduating class of the Aetng 
Casualty and Surety company’s bond and 
casualty school, consisting of thirty young 
men from almost as many different states 
was the guest of the company at a fare. 
well dinner given at the Hartford Clyh 
last week. 

The school opened early last July with 
seventeen men enrolled for the casualty 
lines, sixteen in the bond class, and six 
students of accident and health insur- 


ance. The instructors were L. B. Fowler 
Amos E. Redding, and C. T. Spaulding, 
Most of the students this year were 


college graduates, having been recruited 
by Mr. Fowler, who visited many of the 
universities, particularly those in the 
south and west. 

At the informal dinner brief addresses 
were made by Vice-President W, L, 
Mooney, Secretary W. M. Smith, Mayor 
Norman C. Stevens, secretary of the 
plate glass department, and L. K. Bab- 
cock. Secretary C. G. Hallowell presided, 


IMPROVING THE MIND 


Reading enriches your sales equipment 
and improves your selling effort, as does 
talking about business with your worth- 
while associates. An exchange of ideas 
with a friendly competitor only serves to 
freshen your store of ideas—and let us 
not mislead ourselves that our ideas do 
not need freshening. A failure to add new 
plans to our sales equipment inevitably 
leads to stagnation, discouragement and 
failure. It is one thing to work one’s 
way into the role of a successful sales- 
man; it is equally important that through 
the influx of new ideas we prepare our- 
selves to continue to play that same role, 
says Paul R. Wendt. 
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We extend our congratulations and best wishes to 
Mr. Dexter M. Perry, Jt. 

on hus election as President of the 

Standard Accident Insurance Company 


Maryland (Casualty Company 


F. Hightanas Burns, ‘President 


Capital and Surplus over $10,000,000.00 
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Pacific Mutual Officers Here 


(Continued from page 1) 


From Pittsburgh the officers will go 
to Cleveland, Toledo, Detroit, Chicago 
and then home, arriving about Novem- 
ber 1. Everywhere they have found 
agents successful and proud of the 
record of the Pacific Mutual. 

Manager Snowden was toastmaster at 
the New York luncheon which because 
of the fact that the company does not 
write life insurance in this state was 
largely devoted to a discussion of Non- 
psa Mi accident and health insur- 
ance. At the New York luncheon were 
general agency members of Ainsley & 


Donnelly, Newark; James F. Kline, 
Syracuse, and many local agents and 
brokers. The veteran general agent, 


Horace Corey of the monthly premium 


division, attended as did William P. 
Jones, a large writer for the Pacific 
Mutual. 

Vice President Baker said that the 
officers of the company this year are 
meeting more than 2,000 agents per- 
sonally and one reason for the large 


number of the regional meetings was 
to make these acquaintances. The Pacific 
Mutual this year will pay for more than 
$100,000,000 of life insurance and_ will 
collect about $5,500,000 of personal ac- 
cident and health premiums. In_ point 
of assets the company is the third largest 
of those writing personal accident and 
health insurance. The company’s income 
this year will be more than $30,000,000 
and is equivalent to $100,000 for each 
working day. “No American company 
has made better progress than the 
Pacific Mutual during the past fifteen 
or twenty years,” Mr. Baker said. In 
California the company does 50% more 
accident and health business than its 
nearest competitor. He paid a tribute 
to the John Newton Russell Agency of 
Los Angeles. 

In briefly life 


sketching insurance 


possibilities Mr. Baker said that the 
larger wages being earned by working 
men had made them heavy buyers of 
insurance; that whereas they formerly 
made a couple of dollars a day now they 
sometimes make that an hour. He dis- 
cussed the growth of inheritance tax 
and of business and partnership insur- 
ance of all kinds. Furthermore, there 
was a general boosting of insurance by 
those who have it. In talking about 
non-cancellable insurance he gave credit 
to Alfred M. Best of New York for 
originating the idea; and explained 
how it had been put up to him by 
Frank J. Woodbury, then manager in 
New York, and now a Pacific Mutual 
vice-president at the home office. Mr. 
Baker returned to California and sold 
the idea to President Cochran. He told 
of the growth of Non-Cancellable—the 
company has 30,000 of those policies in 


force and declared that about 80% of 
the professional men of the city have 
their incomes protected by that cover- 


age. 
Why Parsons Joined Pacific Mutual 


Vice President and Director Arthur C. 
Parsons, who has a great reputation on 
the Coast by reason of his real estate 
sub-division activities, told how he had 
been attracted to the Pacific Mutual and 
joined his fortunes with that com- 
pany. It was largely because he was 
deeply impressed by his contacts with 
the officers whom he described as rep- 
resenting the best type of officials, men 


who stood high in the esteem of the 
Coast and who were as_ conservative 
as they were successful. He described 


President Cochran as one of the great- 
est diplomats he had ever met; Vice- 
President Lee J. Phillips as an outstand- 
ing figure in finance; Vice-President 


W. W. Beckett as one of the best medi- 
cal men on the coast; and Vice-Presi- 
dent Baker as an agency man who had 
built up a marvelous production organ- 
ization. Talking of the company’s in- 
vestments he said that the interest rate 
had shown a continuous climb for years 
and its average yield was very high. 
Despite the high rate of interest earned 
on $90,000,000 of investments the amount 
of delinquent interest last year was al- 


most infinitesimal and there had been 
only one foreclosure of a mortgage. 

Short talks were made by Vice Presi 
dent and Medical Director Beckett; by 
Assistant Secretary Harry J. Brown; 
and by William P. Jones. 


Too Busy to Read 


An hour with a book would have brought 
to his mind 

The secrets that took him a whole year to 
find. 

The facts that 

expense 

Were all on a library shelf to commence. 

Alas for our hero. Too busy to read, 

He was also too busy, it proved, to succeed. 

We may win without credit, skill or a 
smile, 

We may win without patience or aptitude, 
purpose or wit, 

We may even succeed if we’re lacking in 


he learned at enormous 


grit; 
But take it from me as a mighty safe 
hint— 
A civilized man cannot win without print! 
—Anon. 


During the third week of the business- 
getting campaign which the agents of the 
three Travelers companies are conduct- 
ing as a testimonial to President L. F. 
3utler in honor of his tenth anniversary 
as head of the Travelers organization, 
three times as much burglary, plate glass, 
and boiler business was written as in the 
corresponding week of 1924. 


BRITISH INSURANCE STOCK 


Shares Popular With English Stock- 
holders on Account of High Yield; 
Decreased Dividends Infrequent 


An increased dividend for the first 
half of the current year has been paid 
by the General Accident Fire and Life 
Assurance Corp., Ltd. The distribution 
was 15% as against 1214%4% previously. 
For the whole of last year the dividend 
on the share capital was 30%, having 
been steadily increased to that level 
from a distribution of 5% in 1916 and 
1917. This gives some indication of why 
insurance shares are so popular with 
the British investor. It is rarely found 
that one of the leading companies re- 
duces the dividends. The rate of distri- 
bution is invariably progressive, and in 
the majority of cases dividends are paid 
from income on investments. 

Most insurance shares show but a 
small return on the money invested at 
current market values, but buyers are 
to be found in large numbers who are 
content with a small return on their 
money for the present owing to the pos 
sibilities of increased distributions in the 





future. The shares of the principal com- 
panies may be regarded as gilt-edged 
holdings. Business is being conducted on 
carefully prepared lines, and there is 
ample scope for a much larger turn- 
over before insurance assumes the popu- 
larity which it has already gained in 


America and Canada. 


CAPITAL INCREASE PROPOSED 
The United States Guarantee of New 


York will hold a special meeting Octo- 
ber 28 to vote on the proposals of the 
directors that the capital of the com- 
pany be increased from $550,000 to $1,- 
000,000 by the issuance of $450,000 new 
capital to be sold to the directors at 
200 per cent, thus adding $450,000 to the 
capital and an equal amount to the sur- 
plus account. 
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Accident, Liability, 


Health, Hold-Up. 

Landlords’ Liability, Larceny. 
Liability. 
Liability. 

Plate Glass, Public Liability. 


Selary, Steam Boiler. 


Teame 
Damage, Theatre, 


Use and Occupancy. 
Workmes’s Compensation. 
Werkmen’s Colleetive. 








The LONDON orites: 


Automobile Auto- 
mobile Property Damage, Automobile 
Collision. 


Manufacturers’ Liability, Marine 


Owners’ Liability, Owners’ Construction 


Liability, Teame Preperty 





THE SUPER-SERVICE COMPANY 








other business: 
Government: 


other insurance system: 


structure: 


my friends. 


HEAD OFFICE: 
55 Fifth Ave. New York 
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I BELIEVE 


—in the fundamental principles of Stock Company Insurance: 
—in the economic theory of private ownership upon which it is founded and which it advocates for 


—that Stock Company Insurance sustains a correct relation to the principles of our American 
—that it functions more effectively as a factor in the conduct of American business than does any 


—that it is and must be conducted up to a standard rather than down to a price: 
—that it has been and now is an essential factor in the development and maintenance of our economic 


—that its future prosperity depends upon how well it serves the insuring public rather than upon 
theoretical sales devices invented to meet temporary expediences. 


THEREFORE 


I am willing to be known in my community as its advocate and by the fruits which it bears. 
With confidence I offer it to my friends and my neighbors and to those whom I would have to be 


LONDON GUARANTEE & ACCIDENT 


COMPANY, LTD. 


UNITED STATES BOARD 
F. W. LAWSON—Chairman 


P. Beresford, U. S$. Mgr. Phoenix Assurance Co., Ltd., of London 
D. R. Forgan, Vice Chairman, National Bank of Republic - ° 
Fred L. Gray, of Fred L. Gray Co., Gen. Agents ° ° ‘ 
W. C. Potter, President, Guaranty Trust Company of New York - 


Geo. D. Webb, of Conkling, Price & Webb, Gen. Agents - - = - 
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Cc. M. BERGER 
United States Manager 


New York 
. ° - - Chicago 
Minneapolis 
New York 
Chicago 
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Des scribe Standard 
Queries for Bidders 


ISSUE QUESTIONNAIRE FORMS 


Conference on Construction Practices 
Developed Two Sets of Forms; For 
Engineering and Building 


‘| hie 


nancial statements for 


standard and fi 


bidders that 


questionnaires 
were 
approved and recommended by the Joint 


Conference on Censtruction Practices 
the 
bidders on public 


both 


for use in investigating qualifica 


tions of and private 


construction, engineering and 
building, have been issued accompanied 
by an explanatory statement describing 
the forms and telling of their value. 
Committees participating in the draw 
the the 
American Association of 
Officials, 
f Architects, 
of Consulting 
Civil Engineers, 
Mechanical 


Society 


ing up of standard forms 


following: 
State 


are 
Highway American In 
stitute « Institute 
So 
SO 


Ameri 


American 
engineers, American 
ciety of American 
ciety of engineers, 


can for Municipal Improve 
General Contractors 
Highway Industries [x 
Association, National Associa 
tion of Casualty and Surety Agents, and 
Surety America (Com 
mittee Underwriting. ) 


ments, Associated 
of Ameri a, 
hibitors 


Association of 
on Better 

The explanatory statement issued with 
the forms says: 

“Though the laws governing 
contracts provide, with few exceptions, 
that such contracts shall be awarded to 
the lowest responsible bidder, there has 
been no generally recognized legal in- 
terpretation of the term responsible bid- 
der and it is commonly 
meaning any bidder who can supply a 
surety bond. That the furnishing of a 
bond not necessarily indicate re- 
sponsibility is generally known. The 


public 


accepte d= as 


does 


surety company has not presumed to 
yuarantee that the bidders whom. it 
bonds are responsible but merely that 
their contract obligations will by some 
means be fulfilled. Consequently the 
ability of a bidder to execute his obli- 
gations has in general received insuf- 


ficient attention and each year public 
construction has been subject to loss 
and delays from thousands of defaulted 


contracts. 


“In response to the needs generally 
voiced by engineers, architects and 
public officials, for some means where- 
by they may gauge the responsibility of 


bidders, this subject has been extensive 
ly investigated by the Joint Conference 
on Construction Practices, respresenting 
practically all of the elements concerned 
with the design, management, super- 
vision and financing of construction. It 
obtained information from practically 
every state with respect to the methods 
in use for ascertaining a bidder’s char- 
acter, experience, organization and finan- 
cial condition. Upon the basis of this 
information, which shows that various 
public construction agencies, especially 
state highway departments, are success- 
fully using sworn questionnaires and 
financial statements, the Conference has 
developed two sets of forms, one for 
building and one for engineering con- 
struction. 
“The forms 
statement, 


consist of a financial 
which indicates the bidder’s 
financial standing, can experience ques- 
tionnaire designed to reveal his past 
record, and a plan and equipment ques- 
tionnaire giving certain information with 
respect to his qualifications for under- 
taking a specific project. Each of these 
forms is accompanied by an affidavit, 
so that information presented in them is 
given under oath. The material in the 
questionnaires and financial statement 
: een drawn largely from forms al- 

1 nd has been subjected to 
ism by engineers, architects, 














CASH CAPITAL 
$2,450,000.00 





Union Indemnity 


FIDELITY and SURETY BONDS 


Accident, Health, Burglary 
Automobile, Liability, Plate Glass 


Workmen’s Compensation Insurance 

EXECUTIVE OFFICES: 

UNION INDEMNITY BLDG. 
NEW ORLEANS 


Company 


EASTERN DEPARTMENT: 
100 MAIDEN LANE 
NEW YORK 








contractors, surety officials, manufac- 


turers and bankers. 

“Some division of opinion exists with 
respect to the practice of using such 
forms, as for example, whether the 


financial statement should be required 
from every bidder with his proposal or 
from the three low bidders only, but the 


Conference is unanimous in the belief 
that the complete forms should accom 
pany the instructions to bidders with 


definite notice of the 
followed. 


“Among the 


procedure to be 


significant benefits to be 
derived from the standard forms are: 
the with which reliable informa 
tion can be exchanged by public officials ; 
and the saving of time and expense to 
construction companies who bid on the 
work of many different departments. 
Uniformity in financial statements is 
considered especially important, not only 
because of the economy factor but also 
because of its influence in encouraging 
uniform and adequate accounting among 
construction companies. 
“The accompanying 
qualifiedly 


ease 


forms are 
recommended by the 
Conference for use in connection with 
the award of either public or private 
contracts and it urges that they be given 


un 
Joint 


an immediate and thorough test. Any 
modifications shown by experience to be 
advisable can then be made.” 


Engineering Questionnaire 
Contained in the plan and equipment 
questionnaire for engineering construc- 
tion for use in investigating the quali 


fications of bidders with respect to a 
specific project are the following ques- 
tions: 

“1 In what manner have you inspected this 
proposed work? 2. Explain your plan or lay 
out for performing the proposed work. 3. The 
work, if awarded to you, will have the personal 


supervision of whom? 4. 


Do you intend to do 
the hauling on the 


proposed work with your own 


forces? 5. Tf you intend to sublet the hauling 
or perform it through an agent, state amount of 
sub-contract or agent’s contract, and, if known, 


the name 
agent, 


and 
amount 


address — of 


sub-contractor or 
and type of 


his equipment and 


his financial responsibility. 6. 
do the grading on the 
own forces? 7. 
reque 


Do you intend to 
proposed work with your 
If so furnish identical information 
ted in item 5 

“8. Do you 
tions of the work? 9. From which sub-contrac 
tors or agents do you expect to require a bond? 
10. What equipment do you own that is avail 
thle for the proposed work? 11. What equip 
ment do you intend to purchase for use on the 
proposed werk, should the contract be awarded 
to you? 12.) How and when will you pay for 
the equipment to be purchased? 13. Do you 


intend to sublet any other por- 


propose to rent any equipment for this work? 
14. Have you made contracts or received firm 
offers for all materials within prices used in 


preparing your proposal. 


Building Questionnaire 


The plan questionnaire in connection 
with the construction of buildings con- 
tains the following question: 

“1. In what manner have 
proposed work? 2. The 
awarded will have the 
whom? 3. State the total amount of your sub 
contracts. 1. Give the names of your prin 
cipal sub-contractors. 5. Are you familiar with 
the provisions of the contract known as_ the 
fourth edition of the Standard Contract of the 
American Institute of Architects?” 


this 
to be 
supervision of 


you inspected 
work awarded or 
personal 


Experience Questionnaire 


The experience questionnaire — for 
engineering and building construction 
are similar and contains the following 
questions: 


1. Tlow many years has your organization been 
in business as a general contractor under your 
present business name? Tow many years’ 
experience in construction work has your or 
ganization had: (a) As a general contractor; (b) 
as a Sub-Contractor? 3. What projects has your 


organization completed? 4. Have you” ever 
failed to complete any work awarded to you? 
5. Has any officer or partner of you rorganiza 


tion ever been an officer or partner of some 
organization that failed to complete a construe 
tion contract? 6. Has any officer or partner of 
struction contract handled in his own name? 7. 
your organization ever failed to complete 
In what other lines of business are you financially 
invested? 8 For what corporation or individuals 
have you performed work, and to whom do you 
refer? 9. For what cities have you performed 
work and to whom do you refer? 10. For what 
counties have you performed work and to whom 
do you refer? 11. For what State Bureaus or 
Departments have you performed work and to 
whom do you refer? 12. ave you ever pet 
formed any work for the U. S. Government? 13. 
What is the construction experience of the prin 
cipal individuals of your organization ? 


other 


a con 
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ALEXANDER GREENE & CO. 


Incorporated 
FORMERLY GREENE & GOETSCHIUS, Inc. 


MANAGERS 


Fireman’s Fund Insurance Company 
Home Fire and Marine Insurance Company 
AUTOMOBILE BRANCH—METROPOLITAN DISTRICT 


Union Indemnity Company 


General Agents—All Lines 
AUTOMOBILE—CASUALTY—INLAND MARINE—SURETY 





NEW YORK 














W. E. Small, President 


Georgia 


Atlanta, Ga. 





Surplus and Reserves as to Policy Holders Over $3,000,000 


asualty Company 


AN AMERICAN COMPANY 


E. P. Amerine, Vice President 


Automobile 

Plate Glass 

Burglary 

Liability 

Property Damage 

Workmen’s 
Compensation 











Bank Forgery Policy 
Construed by Cour 


FIDELITY & D EF POSIT WIN; 





Believed First Judicial Construction 9 
This Form of Insurance; Protects 
Specified Papers Only 





What is said to be the first judicial 
construction of a bankers’ — blanke 
forgery and alteration policy is to } 
found in the opinion handed down j 
the case of the Fidelity & Deposit, de 
fendent and appellee, and the Fletcher 
Savings & Trust Co., plaintiff and ap 
pellant by the Appellate Court of J) 
diana. The decision was to the effec 
that the policy protects the  assure/ 
against loss by forgery of papers of th 
classes specified in the policy itself, by 
not of collateral papers. 

The bank sued for collection of a los 
which they claimed was covered by th 
policy. The insurance company ¢e 
murred to both paragraphs of the com 
plaint and the demurrer was. sustained 
The bank appealed. The  Appellat 
Court affirms the decision of the Morga 
Circuit Court, where the starte 


The plaintiff had secured from ¢e. 
fendant a policy under which the ¢e. 
fendant agreed to indemnify the as 
sured against loss, not exceeding $25- 
000, which it might sustain through pay 
ment “of any check, certified check, or 
draft drawn upon the insured bank, or 
of any promissory note or  domestir 
trade acceptance or bank acceptance 
payable at the insured bank, and upon 
which there shall have been forged as 
the drawer, maker or acceptor there- 
of, the signature of a depositor or that 
of any person whose signature such de- 
positor has instructed the insured bank 
to recognize, and (or) of any check 
certified check, draft,” ete., “which shal! 
have been raised or altered in any re 
spect, or upon which the name of an 
endorser shall have been forged.” 


case 


Claim Basis 


A corporation applied to the bank for 
a loan. The bank refused. to grant | 
unless W. KE. Henkel indorsed its note 
he being an officer of the corporatioi 
and a wealthy man. Thereafter B. G 
Saltzgaber, another officer of the cor 
poration, presented a written instrument 
purporting to be signed by himself and | 
Henkel, under which they agreed to be- | 
come sureties for present or future | 
obligations of the corporation to the 
bank. Thereupon the bank granted 4 
loan, afterwards reduced to $38,000. 

The banks’ complaint 
Saltzgaber is dead, that Henkel did not 
sign the instrument, but that his name 
was forged, that the corporation is in 
solvent and still owes the bank $34, 
The complaint set up that for years it 
has been customary in Indiana to con: 
strue the word ‘ ” to include al! 





set up that 


‘endorser” 
persons who endorsed a promissory not 
on the note itself, or by a separate i 
strument in which they agreed to pay 
present or future indebtedness of alr 
other. 


The plaintiff bank contended that the 
instrument purporting to be signed by 
Henkel and Saltzgaber and the four 
notes given by the corporation should be 


treated toge ther as constituting one 
transaction. 
Justice |§ McMahan concludes _ the 


opinion of the court as follows: 
“The policy covers loss sustain ed 
through the payment of the insureé 
bank * * * of any promissory note de 
scribed in the policy. It does not pur 


port to and does not cover losses © 
account of money loaned under th 
facts of the instant case. This bet 
true, there was no error in the acto 


of the court in sustaining the demurtt 
to each paragraph of the complaint. 
order for appellant’s contention to pr 
vail we should have to read something 
into the policy and extend the plain 
This we cannot do” 


terms thereof. 
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lire . . 
th motion pictures are produced 
- under protection furnished by the 
l Independence Companies and a num- 
‘ ber of the leading stars are Inde- 
“i pendence policyholders. 
Hat For example, in the case of Bill 
rs Hart’s new picture, ‘““Tumbleweed,”’ 
de both the Company and the Universal 
‘a Pictures Corporation’s lot, where the 
7 _ sets are located, have “Independence” 
Gi coverage. 
or The illustrations here shown are 
on from ‘‘Tumbleweed.” To the right 
: as are William S. Hart and his leading ‘ 
lere . . 
that lady, Barbara Bedford, while in the 
hank picture below “‘homesteaders’’ are 
— being photographed by means of a 
y camera carried in the automobile. 
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EVE 
portions 
\vanmgnene rs the written po 
tang that property 
tx is important Ting the same property 
of all policies H they 40 





| Syne any city viewed from above 
shows a vast accumulation of physical 
wealth. Insurance on such property should 
be of that character which will meet the re- 
quirements of a conflagration as readily as of 
a single fire. 


Policies bearing the Red Royal Shield are 
recognized as embodying those features of 
organization and financial responsibility that 
make for absolute indemnity. 


ROYAL 


INSURANCE COMPANY LTD 


DEPARTMENTAL OFFICES: 
ATLANTA, GA. CHICAGO, ILL. 
Milton Dargan, Manager Elwin W. Law, Manager ; 
NEW YORK BOSTON, MASS. SAN FRANCISCO, CAL 
Frederick B. Kellam, Manager Field & Cowles, Managers Rolla. V. Watt, Manager 

















ins 








